





( yNLY the soundness of the foundation 
‘made possible the reconstruction of the 
nation’s business and commerce. The founda- 
tion is credit. To safeguard it and keep it sound 
is the purpose—the reason for being—of the 
National Retail Credit Association. 

—D. J. WOODLOCK 
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For Fast, Low-Cost Collections --- 


No. 1 







Just to 
Kemind You-- 


that this account 
has probably been 
overlooked and 
we'll appreciate 
your remittance. 


Thank You! 
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NOW that we've 
reminded you, 
won’t you send 
us a check— 
please? 


Thank You! 











Its so Easy~ 


to overlook these 
things. Let us 
have your remit- 
tance now—and we 
can both forget it! 


Thank You! 
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Con vvtane i‘ 


for this past due 
account will be 
appreciated. 
We'll be watch- 
ing for it! 


Many Thanks! 











Use the N.R.C.A. Collection Sticker Series - - 


Effective - - Inoffensive -- Economical for Quick Follow-Up 


For better, quicker collections—at less cost—start the 
collection process earlier. Get the jump on collections! 
Don’t wait until an account is months overdue—start early! 


Use National Collection Stickers as a series. Long before 
you could send a letter requesting payment, you can send a 
statement with the No. 1 Sticker as a reminder and—ten 
days later another statement with Sticker No. 2 and so on. 
You'll find the cost surprisingly small—results gratifyingly 


large! 


Printed in Two Tones of Blue. Exact Size Shown Above. 
$2.00 Per Thousand. Order From Your Credit Bureau. 


NATIONAL RETAIL CREDIT ASSOCIATION 
St. Louis, Mo. 


1218 Olive St. 
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CHANGE OF Appress: Please notify us promptly of any change 
of address so that you may not miss any issues. With your new 
address it is absolutely necessary that you also send us your 
old one. Entered as second-class matter at the Post Office at 
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YOU NEED 
This New Book 


“Proven Plans to Speed Collections 
and 
Timely Tips to Trim Office 
Overhead” 


Copyright, 19338 


‘ e—- book is from the pen of a man who has spent 
over twenty years in the study and practice of the 
art of collecting money and retaining the good will and 
patronage of those from whom he collected. 


In this book will be found: 


288 successful collection ideas, plans and letters. 

470 collection paragraphs in a ne letter book classified 
according to appeals to different omorions. classified 
and numbered for convenient use, includ 

204 effective ways to close your collection eee for ac- 


tion. 
147 attention-getting opening paragraphs for collection 


etters. 

119 miscellaneous ome paragraphs classified accord- 
ing to appeals to pride, fear, sense of fairness, etc. 

51 tracing tricks and schemes to locate the debtor who 


ves 

42 time and labor saving office short cuts and postage 
saving ideas. 
25 specific ways to cut nea check losses and points to 
watch in cashing ch 

10 ways to use the eclephone to improve a os 

4 ways to locate debtor’s place of roe 

The most successful plan of a Texas collection expert in 
collecting from farmers. 

How AF. get your money on defective remittances and bad 


ec 

How a Dallas collection expert collected a six-year-old 
judgment in Texas where wages cannot be garnisheed, 
from a debtor with no property, who carried his bank 
account in another city under his wife’s name. 

A plan used by one merchant to educate his customers 
to pay by the 10th. 

A letter that asked only for a date but brought back 
checks in all but one case 

A scheme that collected 50 per cent of a big list of small 
pepeener's accounts an ade the debtor smile as he 


A dever stunt in following up broken promises that 
brought in 80 per cent returns within five days. 

A oe up collections 75 per cent on accounts 
un 

A plan that enabled a dentist to collect 98 per cent of his 
accounts over a period of ten years. 

A simple plan that enabled a wholesale credit man to 
reduce his bad debt losses to less than 1/15 of 1 per 
cent over a period of seven years. 


This is really more than a book. It is a working kit 
for the credit man, the merchant, the professional man 
or anyone who has anything to do with collections. 


You also get a letter and paragraph book with definite 
and specific instructions on how to use it as well as a 
generous supply of blank pages to enable you to add 
your collection letters and paragraphs and tie this right 
in with your own business. 


Handsomely bound in serviceable black, imitation 
leather (loose leaf), size 9x11 inches, it is a most 
unique portfolio—a veritable treasure book of PROVEN 
PLANS TO SPEED COLLECTIONS AND TIMELY 
TIPS TO TRIM OFFICE OVERHEAD. 


The price sageety set for this was $15.00 but to 


make it available to a larger number, it may now he 
purchased for the unbelievably low price of 


$5.00 


ARTHUR P. LOVETT 
4455 PENN STREET KANSAS CITY, MO. 















EDITORIAL 


COMMENT 


D. J. WOODLOCK 


Make Convention Plans Now 


HE Retail Credit Men of Memphis and the 

officers of the National Retail Credit Associa- 

tion are giving every spare moment to prepar- 
ing the program for our Convention to be held in 
Memphis, June 19, 20, 21 and 22. 

And what a Convention this promises to be. 
Both merchants and credit managers realize that 
the realignment of the nation’s business has created 
many serious economic problems in connection 
with credit extension and are looking forward to 
this meeting, when, in an intimate discussion of 
present conditions and future possibilities, they 
will reach conclusions which will make their tasks 
lighter and service more profitable. 

The knowledge of how the other fellow handles 
his job is always interesting and usually profitable. 
We get new ideas which may mean increased sales, 
smaller losses, more efficient operation. 

With ‘business on the uptrend, the positive ne- 
cessity of keeping in touch with changing condi- 
tions, and unusually low rail and hotel rates, it 
appears there is no excuse for a single member of 
the National Retail Credit Association missing this 
meeting. 

Last year we postponed our convention in def- 
erence to the retrenchment policies of the mer- 
chants and this year we expect the store executives 
to return the compliment by insisting that their 
credit managers attend this four-day educational 
meeting. 

It’s not too early to make plans—organize 
groups, rail-or-water-travel parties—encourage 
others to attend. Make this a convention that 
will be long remembered! 


Credit Men and Bureau Managers 


HERE is a necessary relation between credit 
executives and the credit reporting bureau, as 
necessary as cooperation between mind and 
matter to get perfect action in the human body. 
The function of the credit bureau is to collect, 
record and supply complete and dependable in- 
formation and that of the credit manager to ana- 
lyze the information to determine the desirability 
of the credit seeker—entirely different functions 
yet so closely related that a lack of cooperation be- 
tween the two can upset the morale of an entire 
community or the credit protection of the nation. 








The National Retail Credit Association is more 
than a business organization. It is a business and 
service association, combining the perfect clearing 
house for credit information and the intelligent 
extension of consumer credit. It was this thought 
that inspired the development of our Service De- 
partment in 1921, when we took over the National 
Association of Mercantile Agencies as a base upon 
which to build our present Service Department. 

The success of the reporting bureau is dependent 
upon the support and good will of the credit man- 
agers and retail merchants. Unless the credit 
manager has complete confidence and the most 
kindly feeling toward his bureau, he will not give 
it his whole-hearted support and no bureau, no 
matter how perfect its organization or equipment, 
will make a lasting success unless it has the en- 
dorsement of the credit managers. 

Credit bureaus are service organizations and 
their efficiency is dependent upon the manner in 
which credit executives supply information for 
their files or use their reports. 

The ideal credit organization which prevents 
loss and promotes sound credit practices, eliminates 
the undesirable and protects the retail interests of 
the country, is one where the credit.executives and 
bureau managers appreciate their interdependence 
and with complete understanding work together 
for a common end. To build such an association 
is the objective of the National Retail Credit As- 
sociation. 


A Worth-While Work 
Bin persistent and intelligent drive of the 


Legislative Committee of the National Retail 

Credit Association to bring about reforms in 
the bankruptcy law is attracting nation-wide at- 
tention. 

The excessive cost of bankruptcy administration, 
the small returns to creditors and the large fees 
earned by referees in some sections are being given 
much publicity in daily press and trade journals. 

Our plan for amortization of debts, so as to 
prevent bankruptcy litigation, is gaining favor and 
the members of our Legislative Committee—J. R. 
Hewitt, Baltimore, Chairman, W. J. Morgan, 
New York, C. M. Keefer, Washington, D. C. 
and S. H. Talkes, Washington, D. C.—with R. 
P. Shealey, Washington Counsel, are doing 4 
work which is beneficial to the entire business of 
the country. 
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The “March of Progress” 


(March, 1933, to March, 1934) 
O NE year ago every bank in the country was 


closed. Thirteen million persons were un- 
employed. One out of every four fam- 
ilies was dependent upon charity. Industry was 
at a standstill and the people were discouraged. 

Then came Franklin D. Roosevelt. Standing 
on the steps of the Capitol and looking out upon 
chaos and uncertainty, he spoke these words: 

“The people of the United States have not 
failed. This great nation will endure, as it has 
endured, will revive and prosper. The only thing 
we have to fear is fear itself.” 

His voice, vibrating with sincerity, reached 
120,000,000 citizens. Confidence in leadership 
was restored and from that moment things began 
to happen. We had a year packed with govern- 
mental action such as never before had been seen. 
In March this year we find our banking system 
functioning upon a firmer foundation than ever— 
over three million men returned to work—relief 
extended to the needy—business and industry re- 
viving, and Depression giving way to Recovery. 

It was a typical American way of doing things. 
Clear thinking, confidence in leaders, unity of ac- 
tion—and faith in ourselves. 

Much remains to be done before we can say the 
crisis is past—before there will be a complete re- 
construction of our economic system; but it looks 
as though we have made wonderful progress dur- 


ing the past twelve months and—now that order - 


has been brought out of chaos, our course marked, 
and our objectives set—we will continue to ga for- 
ward to complete recovery. 


Minneapolis Credit Association Originally 
Started as Luncheon Group 


HE Minneapolis Retail Credit Association started 
] rein as a “Group Luncheon.” The members 

brought lists of delinquent accounts which were dis- 
cussed around the dinner table. When the Association in- 
creased in size it was found to be impractical to continue 
this system and we find the Association developing into 
the very successful organization as we now know it. 

The discussion of delinquent lists, credit policies, etc., 
has been continued in the group luncheons. Co-opera- 
tion is the background of all credit work and is the pur- 
pose behind the Retail Credit Association. ‘Together 
We Stick—Divided We’re Stuck” is the motto of retail 
credit work. The Group Luncheons are offered by the 
Association as a means for closer credit cooperation be- 
tween members in similar lines of business. 

There are five groups meeting regularly at the present 
time. The president appoints each year a group lunch- 
ton chairman whose duty it is to assist the groups, to 
Organize new groups, and to report at each directors’ 
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meeting the work accomplished the preceding month. The 
directors are vitally interested in the group luncheon 
work as it is generally felt that this is a concrete exam- 
ple of the help the Association can render its members to 
make them more valuable to their firms. 











Official Notice 


To Att MEMBERS OF THE NATIONAL 
Retait Crepir Association: 


You are hereby notified that the an- 
nual Convention of the National Retail 
Credit Association will be held in the 
city of Memphis, Tennessee, June 19, 
20, 21, and 22, 1934, for the election of 
Officers and Directors, and the transac- 
tion of any business as may properly 
come before the meeting. 

Because of our not holding a Conven- 
tion last year, it will be necessary at this 
year’s meeting to elect Officers and Di- 
rectors to replace those whose terms ex- 
pired in 1933, as well as those expiring 
this year. 

Officers whose terms expire: Presi- 
dent, A. P. Lovett, Kansas City, Mis- 
souri; First Vice-President, C. M. Reed, 
Denver, Colorado; Second Vice-Presi- 
dent, P. H. Carr, Minneapolis, Minn. 

Directors’ terms expiring 1933: J. R. 
Hewitt, Baltimore, Md.; C. F. Jackson, 
St. Louis, Mo.; L. M. Karpeles, Bir- 
mingham, Ala.; Milton J. Solon, Min- 
neapolis, Minn.; W. W. Weir, Los 
Angeles, Calif.; J. N. Keeler, Portland, 
Ore.; W. M. Milham, Kalamazoo, 
Mich.; and Frank Batty, San Francisco, 
California. 

Directors’ terms expiring 1934: E. K. 
Barnes, Spokane, Wash.; J. H. Edger- 
ton, New York City; W. R. Kendall, 
Memphis, Tenn.; J. G. McBride, 
Wichita, Kan.; and Max Meyer, Lin- 
coln, Neb. 

Mr. Keeler is a Director because of 
being Chairman of the Service Depart- 
ment and Mr. Milham because of being 
Chairman of the Supervising Collection 
Committee. Mr. Batty is a Director be- 
cause of being last Past President. 


D. J. Wooptock, 


Manager-Treasurer. 
Attest: & 


G. H. Hwutse, 


Secretary E 

















T IS necessary that we get new accounts to replace 
those becoming inactive and never used again. Also, 
to gain increased volume of business through increased 

number of accounts. The solicitation of new charge ac- 
counts is a very productive method of doing this. 


Sources of new account solicitation are: 


(A) Newcomers 

(B) Newlyweds 

(C) Paid Up Budget Accounts 
(D) Bank checks 

(E) Cash Sale Deliveries 

(F) C. O. D.’s 

(G) Mail Orders 

(H) Lay-aways 

(1) Personal recommendations by employees 
(J) Teachers’ Directories 

(K) Parking Permits 

(L) City Directories 


Newcomers comprise one of the best sources of new 
account solicitation we have. ‘Through the facilities of 
the local Rating Association, we obtain a complete list of 
all newcomers each week. This list is thoroughly checked 
for credit information from former residence and if satis- 
factory our letter No. 300 is sent them offering the con- 
venience of a charge account. 


Because this letter reaches them very shortly after their 
arrival in the city, it creates the impression that we are on 
the job and are welcoming them when they are in a new 
community. Many express their appreciation for the 
courtesy extended and assure us of their continued pa- 
tronage while living here. ‘This response is indeed grati- 
fying and certainly encourages us to continue this practice 
of welcoming all newcomers and soliciting their accounts. 


The following day after the first purchase is made on 
the account, we follow it up with our letter No. 5. 


In case we are unable to get a credit report on the new- 
comers we send them our letter No. 302, enclosing an 
application for them to return to us in a postpaid en- 
velope so we may have a complete record of references, 
etc. This is then cleared through the Rating Association 
and if reports are satisfactory, we mail our letter No. 4 
acknowledging the account and soliciting the use of it. 
If the account is used we follow up with our letter No. 5. 


Letters That Build 


New Business 
By DEAN ASHBY 


Credit Manager, M. L. Parker Company, 


Davenport, lowa 


However, the response to accounts where applications 
are mailed to customers is only 50 per cent as effective as 
on those accounts which are written to the effect that the 
account has already been opened without any effort on 
the part of the customer. 

Our records of Solicited Newcomer accounts show a 
response of 53 per cent where accounts are opened at once 
without any applications, but only 27 per cent where 
applications are sent to customers for information. 

If the application is declined, we use Jetters No. 40 and 
41 to so inform the applicant. 


Letrer No. 300 

We are pleased to note that you have recently located 
in Davenport, and are glad of the opportunity to extend 
to you a hearty welcome. We feel sure you will find this 
community a field for many business opportunities as well 
as an ideal place in which to live. 

We hope that it will be our pleasure to serve you and 
that you will find it to your advantage to make our store 
your store while living here. 

We have taken the liberty of opening a charge account 
in your name—you may use this feature of our store serv- 
ice to'an advantage and we will be ready to take care of 
you at once. All that will be necessary will be for you 
to say “charge it” and the transaction will be taken care 
of very promptly. 

With our best wishes for your success in your new 
work, we are 

Yours very truly, 


'M. L. PARKER COMPANY. 
General Manager. 


Letrer No. 5 

It is a special pleasure to acknowledge your recent 
charge purchase made in reply to our letter placing an 
account at your disposal. 

This response is highly valued because we feel it ex- 
presses confidence in our store, and an appreciation of our 
effort to make the M. L. Parker Company of genuine 
service to you and to this entire community. 

We trust your account may be made of frequent and 
continued service. We shall make every effort to set 
that this closer contact between us is always pleasant and 
profitable to you. 

Yours very truly, 


M. L. PARKER COMPANY. 
General Manager. 


Letrer No. 302 
We are pleased to note that you have recently located 
in the Tri-Cities and are glad of the opportunity to ex 
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tend a hearty welcome to you. You will find this com- 
munity a field for many business opportunities, as well as 
an ideal place in which to live. 

You will find Parkers a store of the most modern and 
convenient arrangement, with courteous attention given 
you by each employee. 

One of our many services which may be of interest to 
you is a charge account. If you will fill in the enclosed 
application blank and return it to us we will give it our 
most prompt consideration. 

We hope that it will be our pleasure to serve you and 
that you will make our store your store while living here. 
With best wishes for your success in your new work in 
the Tri-Cities, we are 

Yours very truly, 


M. L. PARKER COMPANY. 
General Manager. 


Lettrer No. 4 


It is a special pleasure to acknowledge your application 
for a charge account. 

This response is highly valued because we feel it ex- 
presses a confidence in our store and an appreciation of 
our effort to make the M. L. Parker Company of genuine 
service to you. 

The information which we have secured in connection 
with your credit standing has been of a very satisfactory 
nature. 

We have opened your account and trust it may be 
made of frequent and continued service, and we shall 
make every effort to see that this closer contact between 
us is always pleasant and profitable to you. 

Yours very truly, 


M. L. PARKER COMPANY. 


General Manager. 
LETTER No. 40 


Referring to your application for an account, we regret - 


to say that so far we have been unable to obtain sufficient 
information to pass favorably upon your request and, 
therefore, cannot see our way clear to open an account at 
this time. 

We hope, however, that we may still be permitted to 
supply your wants on a cash basis, and that later on we 
may be favored once again with your request when more 
detailed credit information may be available. 

Yours very truly, 


M. L. PARKER COMPANY. 
Credit Manager. 


LETTER No. 41 
Referring to your application for a monthly charge 
account, we regret to advise that the results of our in- 


vestigation do not warrant opening an account at this 
time, 


However, at some future date the conditions may per- 
mit our extending to you this privilege, and we would 
be glad to consider the matter further at any later time 
when you might wish to take the matter up with us. 

With very good wishes, we are 


Yours very truly, 
M. L. PARKER COMPANY. 


Credit Manager. 


Newlyweds are a very fruitful source for new charge 
accounts. The potential business is hard to estimate. 
Certainly they are a new family in our community and 
4 word of welcome will create a friendly feeling toward 
our store and produce business. 
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Each day the newspapers are scanned for marriage 
licenses and announcements of coming weddings. These 
names are checked thoroughly for credit information and 
if satisfactory our letter No. 401 is sent. If no informa- 
tion can be had from the Rating Association files our 
letter No. 400 is sent. After receiving the application 
with complete information it is then properly cleared and 
if satisfactory our letter of acknowledgment No. 4 is sent. 
Also, whenever either account is used we acknowledge the 
purchase with our letter No. 5. 


When we have carried an account with the wife in her 
maiden name, we check the credit record of her husband 
and if it is good will write her our /etter No. 50 acknowl- 
edging the change in her name, and offering her the 
usual convenience of her account. 


In cases where we have carried an account with the 
husband before his marriage and not with the wife in her 
maiden name, we write the wife that her husband has 
carried an account with us and that it is open for her 
convenience in the future. 


All of these acknowledgments and solicitations are 
very generally appreciated by newlyweds and make them 
feel at home in our store if they have not traded here 
before and in cases where either member .has had an ac- 
count prior to their marriage, it makes a much more 
active account in the future. 


Letter No. 401 
Dear Mr. and Mrs.: 


To you as one of our “new” families, we extend our 
congratulations and a cordial invitation to use the charge 
account we have opened for your convenience, in making 
the many purchases necessary in equipping your new 
home. 

With a charge account your shopping is simplified and 
time saved. The intimate contact gained is of mutual 
advantage. It gives you prestige—for a good credit 
standing in the community is to be greatly valued. 

Your account is ready for you to use as soon as you 
wish. Just say “charge it” and receive our most prompt 
attention. 

Yours very truly, 


M. L. PARKER COMPANY. 
Credit Manager. 








Editor's Note: 


This is the first installment of the concluding 
article of a series by Mr. Ashby entitled: “Suc- 
cessful Letters Used in the Application of Cus- 
tomer Control.” 


Two more installments—in the April and May 
issues—will cover the development of charge 
accounts from special classifications such as 
cash and C.O.D. customers and special lists. 


Actual letters used will be shown and finally 
a tabulation of results. Anyone interested in 
credit sales promotion will find it worth while 
to read the whole series which began in the 
September issue. 





Letrer No. 400 
Dear Mr. and Mrs.: 

To you as one of our “new” families, we extend our 
congratulations and a cordial invitation to open a charge 
account for your convenience, in making the many pur- 
chases necessary in equipping your new home. 

With a charge account your shopping is simplified and 
time saved. The intimate contact gained is of mutual 
advantage. It gives you prestige—for a good credit 
standing in the community is to be greatly valued. 

Just fill in the enclosed application blank and mail it 
back to us. We will promptly complete our records, and 
advise you. 

Yours very truly, 


M. L. PARKER COMPANY. 
Credit Manager. 


' Lettrer No. 50 
Dear Mrs. : 

For your convenience and so that the very best service 
may be rendered on future charges, we have transferred 
your account under the name of Miss -------- to that 
ER 

Any charges made on this account will be given the 
usual prompt attention, and we trust we may have a 
continuance of your generous patronage, and the pleasant 
contact enjoyed heretofore. 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 


Paid Up Budget Accounts: 

Many times we open a budget account with a customer 
and this is the initial account which they will carry with 
us. If this account is paid up according to their contract 
terms, and the credit report indicates responsibility in 
their dealings with other concerns, we make it a point to 
write them /etter No. 601 after the budget is paid. This 
letter is a compliment to them for their fine record on the 
budget account and encourages them to use our open 
thirty-day account in the future. These accounts have 
been used often and proved good active prompt pay cus- 
tomers on a thirty-day basis. 


LETTER No. 601 


Because of the fine record which you established in con- 
nection with our Budget account, we opened a regular 
thirty-day charge account for your convenience when 
shopping. 

We always feel that our charge customers are just a 
little bit closer to us than those who pay cash. We be- 
come better acquainted with them, which is of mutual 
advantage. 

Our earnest endeavor is to make our store worthy of 
you, and we are anxious to have customers like yourself 
enjoy the intimate contact which a charge account makes 
possible. 





POSITION WANTED 


Credit Man—young, ten years’ experience (five in 
executive capacity), good record, capable, dependable, 
ambitious seeking an opportunity. Availab'e due to 
liquidation. Prefer connection in Middle West. For 
further details address Box 31, Credit World. 


















Your account is ready for use as soon as you wish. Just 
say “charge it” and you will be given our prompt atten- 


tion. 3 
Yours very truly, 


M. L. PARKER COMPANY. 
General Manager. 

The work of solicitation by direct mail is frequently 
quite expensive when a firm is forced to rely on some out- 
side agency for the purpose of getting letters reproduced 
and personalized. ‘This is especially true when so many 
different letters are used that at no time is there a large 
quantity of any one letter to be reproduced or multi- 
graphed. 

It has been found that any store which contemplates 
the adoption of some system similar to the one outlined 
here can materially reduce the expense incidental to its 
operation by purchasing its own multigraph equipment. 
Ample equipment to turn out all of the letters necessary 
can be purchased by a store for a fairly reasonable figure 
and the operation requires only part of the time of one 
office clerk. Actual experience has shown that the 
original cost of the installation of multigraphing equip- 
ment was more than offset by the saving which was 
made by being able to produce our own letters rather than 
having to rely on some outside agency. 

(To be continued in April issue.) 
> >» » 

Circle these dates on your calendar—June 19, 20, 21 and 
22, 1934—Twenty-First Annual Convention, in Memphis. 
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_ Are You Interested in 
| Credit Sales Promotion? 


MAILING LISTS 


Pave the way to more sales with actual 
names and addresses of Live prospects. 


Get them from the original compilers 
of basic list information—up to date— 





Tell us about your business. We'll help 
you find the prospects. No ob- 
ligation for consultation service. 















Gives counts and 
». ao ,000 lines She oo 
ows you how to special lists ter- 
ritories and line attention. Auto lists of 
all kinds. 
ws you how to use the mails to sell 
your products and services. Write today. 


R. L. POLK & CO. 
Detroit, Mich. 


Branches in Principal Cities 
World’s Largest City Disoneey Publishers 


| 
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Mailing List C il Statis- | 
tics. Producers of Direct’ Mat Advertising. | 
| 
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“Worth Many Times Its Annual Cost-- 


Through Improved Collection Turnover 
and Increased New Business--- 





Daniel J. Hannefin, 
1218 Olive St., 
St. Louis, Missouri, 


Dear Sir: 


the service, 


new business. 





consistently. 


future. 


DA* JG 
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M.L.Parker Company 


DEPARTMENT STORE 


DAVENPORT, TOWA 


September 6, 1933. 


The fact that I have been a subscriber to 
your Better Letters Service since its beginning, is 
evidence of the real value I have always placed on 


Without this service I feel that I would 
have been losing some of the most valuable material 
for letters used in our collection and direct mail 
solicitations. Also, that it has been a source of 
Teal education to me and worth a good many times 
its annual cost for the return we have received 
through improved collection turnover and increased 


I believe thet every credit executive 
should by all means avail himself of the service and 
apply it to his needs as he feels it should be, for 
he is certain to reap real benefits if he uses it 


I am willing to have you use this opinion 
of the service in any article you may wish to in the 


Sincerely, 





D. Ashby 
Credit Manag€r, 
M. L. Parker Company 











1218 OLIVE STREET 
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A Seven-Year User’s Opinion of the Value of the Better Letters Service 


Dean Ashby was the second sub- 
scriber to the Better Letters Serv- 
ice when it was started in 1927, 
and has been a continuous sub- 
scriber ever since. 


* * * * * 


You, too, will become a steady 
subscriber if you once use it long 
enough to prove its value. 


* * * * 


So sure of this are we that we 
are going to make you a special 
trial offer, one that you cannot re- 
sist—one in which you take no 
risk! 

—_ 


“Improved Collection Turn- 
over” can be yours, too, if you will 
follow the plans and suggestions 
outlined regularly in the four-page 
Better Letters Bulletin which you 
will receive every month. 


. =e Se 


To put these plans into prac- 
tice, you are furnished, every three 
months, copy for six retail collec- 
tion letters. Not form letters— 
new letters written for the mem- 
bers of this Association, with an 
understanding of their problems 
and written to fit current condi- 
tions. 

* . . __ 

“Increased business” is yours, 
too—if you will use the business- 
building plans contained in this 
Service. Copy for one new-busi- 
ness-building letter and for one let- 
ter to revive inactive accounts will 
be sent you each month. 


* * * * 


Here’s our special trial offer: 
“Five Special Letters to Collect 
Last Year’s Delinquent Accounts” 
and a six-month’s subscription for 
$7.50—money back if you're not 
satisfied! 


NATIONAL RETAIL CREDIT ASSOCIATION 


SAINT LOUIS, MO. 








UCH has been written in recent years about 

business conditions in general and about com- 

mercial bankruptcies in particular. Of course, 
it is known that inefficient management is an important 
cause of business failure. Some writers have expressed 
the opinion that if failure results in the conduct of any 
business, management alone should be held responsible. 

The United States Department of Commerce in a 
study of commercial failures has found that there are 
other very real causes of bankruptcy. In fact, the De- 
partment says that failures are due to inefficient manage- 
ment, insufficient capital, business depression, excessive 
overhead, too rapid expansion, excessive interest charges 
on borrowed capital, poor location, unfavorable changes 
in trading areas, losses from bad debts, and speculation. 

Still other causes of failures are: adverse domestic and 
_ersonal factors, lack of adequate records, losses due to 
automobile accidents, failure to carry sufficient insurance, 
and fraud and dishonesty. 

It is evident that many of the above factors can be and 
should be “checked” to inefficient management. How- 
ever, some of them are clearly not within the control of 
management. When such is the case, management should, 
of course, not be held responsible. 

Causes of retail failures may be summarized as (1) 
those due to beginners’ handicaps; (2) personal faults 
of character; and (3) factors threatening success. 

Beginners’ handicaps include lack of capital, unwise 
credits, excessive general expense, poor location, and 
branch store expansion, and are responsible for about two- 
thirds of all retail failures. The remaining one-third of 
the failures are due to personal faults of character which 
include fraud, neglect of business, personal extravagance, 
and intemperance and to factors threatening success such 
as those due to loss by storm, flood, fire, sickness, failure 
of others, speculation, competition, robbery, death, loss in 
contracts, and miscellaneous causes. 

In the study of the Department of Commerce referred 
to above, an investigation was made of 570 business fail- 
ures including fifty-four manufacturers, fifty-two whole- 
salers, 284 retailers, and 180 real estate agents or dealers, 
builders, and contractors. Some interesting facts were 
disclosed : 

(1) The major causes of bankruptcy are inefficient 
management, unwise use and extension of credit, adverse 
domestic and personal factors, and dishonesty and fraud. 


An Analysis 









of Business Failures 


By HENRY F. HOLTZCLAW 


Professor of Commerce, School of Business, University of Kansas, 


Lawrence, Kansas 


(2) The lack of economic opportunity, ability, and 
other requisites for successful business operation prevented 
the majority of bankrupts from succeeding. Their fail- 
ure, was, therefore, a consequence of an injustifiable en- 
trance into business. 

(3) Indiscriminate and careless granting of credit ‘to 
the bankrupts by creditors enabled many to start and to 
continue a business in which failure was inevitable. Three 
hundred and fifty principal creditors admitted they did 
not know the cause of failure of 249 of their debtor con- 
cerns. 

(4) More than one-half of the bankrupts had no ac- 
counting records and an additional one-fourth maintained 
records inadequate for the needs of the business. 

(5) Credit losses of the bankrupt establishments for 
the year prior to failure were in excess of 51% per cent of 
credit sales. This loss is nearly ten times the normal 
loss for active and well-managed concerns. 

(6) Nearly half of the bankrupts, prior to going into 
business for themselves, were engaged in occupations 
which did not provide helpful experience. 

(7) Only 5 per cent of the bankrupts were either 
members of credit bureaus or made use of credit bureau 
facilities. 

(8) More than 50 per cent of the owners had difficulty 
in paying creditors from 7 to 24 months prior to bank- 
ruptcy. , 

(9) In nearly three-fourths of the cases, the amount 
of capital invested by both owners and creditors in the 
bankrupt enterprises at the date of organization was not 
in excess of $5,000. There were 124 establishments with 
an owner-creditor investment of less than $500. 

(10) Scheduled assets, including real estate, of the 
570 bankrupts amounted to less than 18 per cent of 
scheduled liabilities. 

The above facts furnished by government officials as- 
sume added importance when it is remembered that there 
has been an upward yearly trend in business failures since 
1920 with the exception of the year just closed. For 
example, mercantile agencies report an increase in the 
failure rate of 350 per cent for the period 1920 to 1932 
inclusive. Also, during the same period, there was am 
increase of liabilities involved of more than 300 per cent. 

The failure record for the year 1933 was exceptionally 
favorable when compared with the record of former 
years. Returns to Dun & Bradstreet, Inc., show, for the 
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year just closed, only 20,307 business failures as com- 
pared with 31,822 for 1932 and 28,285 for 1931. 
Liabilities involved for 1933 were $502,830,584 as com- 
pared with $928,312,517 and $736,309,102 for the years 
1932 and 1931 respectively. It is seen, then, that there 
was a 36.2 per cent decline in business defaults in 1933 
as compared with those for the preceding year and a 
corresponding decline of 45 per cent in liabilities. 

The record of business failures for the fourth quarter 
of 1933 was even more impressive than that for the entire 
year. Asa rule, failures for the first and fourth quarters 
of any year may be expected to exceed the number for 
the second and third quarters of that year. However, 
for the fourth quarter of 1933, failures numbered 3,575 
as compared with 6,815 for the corresponding period of 
1932 and 7,315 for 1931. Failures for the fourth quar- 
ter of the year just closed were the lowest of any year 
for that period since 1919. 

In fact, there have been only three years since 1913 
with a more favorable record from the standpoint of 
numbers. These were the years 1917-1919 inclusive. 
From the standpoint of liabilities involved the fourth 
quarter of 1933 presented an equally interesting record. 
For example, there was a decline in indebtedness of 51.3 
per cent for 1933 as compared with the like period of 
1932. Also, the amount of liabilities for the quarter 
(1933) was the lowest of any year since 1919 when 
liabilities for this period amounted to slightly less than 
$24,350,000. 

It may be taken for granted that society has benefited 
because of some of the above failures. 
however, exactly the reverse is true. 
could and should be prevented—and, though the record 
for 1933 has been comparatively favorable, further im- 
provement may be brought about through the maintenance 
of proper accounting records, more efficient operation of 


In many cases, 


the business by its owner, selective and wise extension of | 


credit, the introduction of effective collection methods, and 
the enforcement of penalties for dishonest and fraudulent 
conduct. 

It is the opinion of some that permanent relief will 
come only through a system of general education “in the 
elements of distribution of goods, in the work that must 
be done in the vocations within this field, in the qualifica- 
tions that are required of those who take up this work, 
and in the perils that attend it.” 
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President Lovett’s Book is “Going 
Over Big” 


President Lovett, in a recent letter, states that sales 
of his book, Proven Plans to Speed Collections, are ex- 
ceeding all expectations. New orders are received daily 
he says, from all parts of the country, as well as com- 
mendatory letters like the following from George V. 
Moore, Credit Manager of Dalton’s, Baton Rouge, La.: 

“T enclose draft for $5.00 to cover the cost of the book 
you sent me recently. This book is a wonderful value, 
and should you have any similar publications in the fu- 
ture, will thank you to let me hear from you again.” 
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Eighth Semiannual Retail Credit 
Survey Being Made 


The eighth semiannual retail credit survey, which will 
show how consumers paid their bills and made new pur- 
chases in six principal lines of trade in the last six months 
of 1933, is now being made, and merchants in 29 cities 
throughout the country are sending in completed ques- 
tionnaires giving detailed figures on their operations. 

As in previous surveys of this series, the principal facts 
obtained will be, for each of the six lines of trade, the 
total sales for each month for cash, open credit, and in- 
stallment ; bad-debt losses on open and deferred accounts ; 
and collection percentages each month, showing the 
promptness with which consumers paid their bills. 

These surveys are made under the auspices of the Na- 
tional Retail Credit Association and with the cooperation 
of retail credit men in the cities covered. 


It is planned to have the results of the study available 
by April. 


—Domestic Commerce. 
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Poindexter Back in Harness as Presi- 
dent of Nashville Association 


At the recent election of the Nashville (Tenn.) Re- 
tail Credit Association, the following officers and directors 
were elected: 


Oe era. ened: President 
A ie EE ae ee Vice-President 
Fe Se ey Secretary-T reasurer 
DIRECTORS 
One Year Two Years 
1. John Coode 8. W. H. Bennett 
2. R. P. Blackmer 9. Ernest Hartzell 
3. Ben C. Nance 10. W. W. Hardcastle 
+. R. H. Poindexter 11. Jas. W. Miller 
5. A. L. Bozeman 12. I. B. Morse 
6. M. F. Schwartz 13. C. L. Watkins 
7. C. W. Brandon 14. H. L. Reagan 


Three Years 
15. E. B. Thweatt 
16. Harrell Meadors 
17. Dan Gross 
18. Rhue Roberts 
19. Sam Fleming 
20. H. N. Lampley 
21. C. K. Taylor 


During 1933, the Nashville Bureau made about 
200,000 reports—of these, 180,000 were phone reports, 
and 130,000 reports were checked up to date. Over 
25,000 new names wert added to the files and they now 
have in files 350,000 names. 

“During the year,” writes E. C. Harlan, Manager, 
“we placed in our files, record of accounts placed out 
for collection amounting to $900,000.00.” 













HE prime motive for anyone’s going into business— 

the principal objective of any business—is the mak- 

ing of a legitimate and satisfactory profit. There 
may come a time in America’s economic life when the 
question of production and service to humanity will be 
the prime objective in business but at present we are safe 
in saying that the goal of our business life is profit. 

All profits in any business are made out of the sales, 
whether that business sells commodities or service. The 
sales department of any business must function in a man- 
ner to produce a sufficiently large volume of business at 
a sufficiently high price to pay all expenses pertaining to 
the operation of the business; to pay for all of the goods 
or service, and still have left a net profit for the busi- 
ness; otherwise, that business cannot long endure. 

In the past, I believe, too many of our sales managers 
have thought of sales purely in the terms of getting the 
orders without fully analyzing what a sale really is. 

A sale is a sale only when it is sold and paid for. A 
complete sale involves the function of the sales depart- 
ment, the credit department and the collection depart- 
ment, and I might state further that the sales that build 
good will for a store are the ones that render satisfac- 
tory service to the purchaser and a net profit to the seller. 

Considering our problems of selling from that stand- 
point it is plain to understand that it is imperative that 
the credit manager and sales manager work very close 
together in that spirit of cooperation necessary to pro- 
mote their mutual interest. 

On most of our sales today the net profits are small, 
caused by keen competition and general business condi- 
tions. The great bulk of our sales are made on time, 
either charge or installment accounts. The net profit to 
the company is usually the last payment on such accounts 
and it is important that the managers of all departments 
should take great care in making their sales in a manner 
that the collection department will be able to get the 
money and net their company the legitimate profit it 
deserves to successfully exist. 

A business that endures, in addition to making a legiti- 
mate profit, must render a service to its customers suff- 
ciently satisfactory to build good will—to secure and 
hold its customers—and nothing in the world builds up 
ill will faster for a company than for the customers to 
detect the lack of harmony between departments in busi- 
ness. 
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Credit Men: 
Let’s Work Together 






By W. H. BRYAN 


Manager, St. Louis Division, Eureka Vacuum Cleaner Co., 


St. Louis, Mo. 


Buck-passing cannot be tolerated. In the past there 
has been too much of it. When things did not go right 
the buck was passed to the other fellow or the other 
department. The sales manager, when a sale is made 
and declined by the credit department, many times has 
passed the buck to the credit department and lost the 
good will of the customer instead of realizing that he or 
his salesman has a wonderful opportunity and an obli- 
gation to so handle that customer involved that the store 
still retains the good will and oftentimes a good cus- 
tomer. 

An efficient sales manager today must be a manager 
not only sales-minded but also profit-minded, fully real- 
izing that sales must be so made by his department that 
each customer thoroughly understands the merchandise 
sold, thoroughly understands the obligation to the com- 
pany in the manner it is to be paid, thoroughly under- 
stands the necessity of establishing confident credit and 
furnishing to the company detailed information pertain- 
ing to his past. 

The sales managers who fully appreciate the impor- 
tance of this procedure render a very great help to their 
credit departments because their organizations are so 
trained that their sales are made in a way to give the 
credit departments full cooperation in establishing credit 
on the sales. 


Any sales manager who himself has a tendency to pass 
the buck cannot avoid passing on such information to his 
own sales people and in that organization you will find 
lack of harmony, lack of cooperation, lack of teamwork, 
lack of credit information on sales and everything else 
necessary for the various departments of the business to 
function efficiently. 


We must all remember that better than 90 per cent of 
our purchasers in America never made over $40.00 a 
week even during the good days of business; that the 
bulk of America’s needs today—the buying power of the 
future—is in the hands of the masses. 


Many of these customers are honest and upright. In 
some cases they have been unable to meet their honest 
debts which they want to pay and are willing to pay 4s 
soon as they can. They have been out of work through 
no fault of their own and business from that source is the 
backbone of American business. 
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The sales managers and credit managers must bear this 
in mind—must hold those customers as best they can—to 
keep their good will—because soon those customers will 
be buying. We want and need their business to promote 
our own interest. The conditions place a great deal of 
responsibility upon the shoulders of both the sales and 
credit managers, and to do the job and to do it in the 
manner that it should be done will require mighty close 
work between those departments. 

One of the first laws of human nature is to resist that 
which we don’t know much about. I believe I am cor- 
rect when I state that a great deal of the lack of coopera- 
tion in the past has largely been due to the lack of 
knowledge of each other’s responsibilities and obligations. 

No time is more important than today for our sales 
managers and credit managers to get together to analyze 
each other’s jobs—to understand each other’s work—to 
realize each other’s responsibilities because that knowl- 
edge will bring about the necessary understanding for 
real teamwork and real cooperation. Show me a busi- 
ness today where the department managers know each 
other’s problems and are friendly with each other, and 
I will show you a business that will move forward in 
face of all obstacles. 

The story is told that recently a bride and groom 
rushed down to a Pullman car in Cincinnati to take their 
honeymoon trip to Los Angeles, and on entering the 
Pullman car far ahead of the other passengers the groom 
gave the porter $5.00 and told the porter they were 


newlyweds but he didn’t want anyone on the trip to. 


know it, and if the porter did not tell anyone, when they 
got to Los Angeles, he would give him $5.00 more. The 
next morning when the bride and groom went in to 
breakfast everyone was looking at them and laughing and 
talking. 

The groom knew that someone had let the information 
out and since he had told only the porter he immediately 
got in touch with the porter and began raising Cain with 
him for having told everyone in the train that they were 
newlyweds. When he asked the porter about this, the 
porter replied, ““No, boss, I haven’t told anyone. Several 
people came to me and asked me if you people weren’t 
newlyweds, and I told them you certainly were not— 
you were just chums.” 

So I would say to Mr. Sales Manager and Mr. Credit 
Manager: get together—study each other’s work—under- 
stand each other’s problems and difficulties—understand 
each other and cooperation will be the outcome. 

During the days of prosperity—during those years of 
inflation—we sales managers found it easy enough to 
produce a sufficiently large volume of business to make a 
profit even in face of the many leaks we then had in our 
business because of our failure to adhere to fundamental 
business principles. Too many of us got drunk on the 
success of those years of inflation, and in our stupor of 
Prosperity we procrastinated in making proper analysis of 
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our business and we sometimes overlooked the adherence 
to principles we knew to be fundamental in the operation 
of our business. 


But humanity is humanity, and it seems necessary for 
us as individuals to go through cycles of ups and downs 
now and then to keep ourselves properly balanced. Speak- 
ing for myself, if I could have the business that I did 
have from 1925 to 1930, and handle that business as I 
would handle it today after my training since 1930, I 
would be far ahead of what I was when the crash came. 
And, it has taken that hard blow of Old Man Depres- 
sion to wake me up to the necessity of stopping the leaks 
that were constantly draining out the very sap of our 
business life. These business conditions have forced me, 
and many other business men, to carefully analyze the 
business, to revamp the organization, to reset the objec- 
tive, to renew the courage, to realize fully the necessity 
of the unity of purpose—of teamwork and cooperation. 


The time has passed where any one manager of any 
one department in any business should seek only indi- 
vidual progress and success. Today he must seek pros- 
perity for the whole—progress for his entire business— 
success for all that make up that business. 


There is no room for selfish motives—there is no place 
for grandstand plays in the game of making money under 
business conditions today. It is a problem of everybody 
helping everybody else and all enjoying the fruits of their 
success collectively. 


I fully believe that today American business is in much 
better condition to successfully handle our future growth 
than it was in 1929. Certainly there has been a tre- 
mendous good that has come out of the depression, if we 
will but use it, and one of the laws of business that we 
have learned is the law of cooperation: that “together we 
stick—divided we are stuck.” 


An elderly man and his wife who lived in a cottage 
beside the road were sitting out on the front steps one 
evening when a loaded wagon drawn by a team of horses 
came by. As this team plodded along they were fre- 
quently stalled in their endeavor to pull their load up the 
muddy hill, but every time they stalled the driver would 
wait for a moment, then give the word and the horses 
would set to pulling, and in a minute their load would 
move forward. 

Finally after watching this for some time John said 
to his wife Mary: “If you and I had always pulled to- 
gether like that team of horses through all of the difficult 
problems of our married life we would today be much 
farther along the road of success.”” To this remark Mary 
replied: ‘““That is true, John, but let me remind you that 
there is only one tongue between those horses.” 

If, for no other reason than self-defense, the protection 
of our own positions and our own business connections 
demands and requires that all department managers fully 
appreciate the necessity of a unity of purpose—a spirit of 
cooperation. 


(Continued on page 27.) 





NE of the perplexing observations of the credit 
man is the seemingly unlimited number of ways 
in which the debtor tries to “save his face.” We 

are told that in the Orient to “save one’s face” is a basic 
prerogative and always to be expected, yet in countries of 
more direct action this procedure is regarded as a per- 
sonality weakness. 

Certain contributions from the field of Abnormal 
Psychology are of interest to credit men because of the 
insight given into this phenomenon of “saving one’s face.” 
Among these contributions is the recognition of mecha- 
nisms at work which influence human conduct. To illus- 
trate: A man fails in some undertaking for some reason 
or other, and rather than frankly admit the bald facts he 
resorts to a mechanism in which a plausible interpretation 
(and false emphasis) is given for the failure, ranging 
from only a slight deviation from the true reason to an 
outright falsification. 

Freud was perhaps the first psychologist to enlighten 
the world in this matter, claiming that only the objection- 
able, the undesirable, and the unworthy thought or emo- 
tion is suppressed; this he very forcibly asserted was 
solely in the realm of sex. Subsequent extensive re- 
search, however, reveals that the same principle extends 
into all human behavior that is repressed. It is found 
in credit work as well as elsewhere. 

In such a simple situation as an overdrawn bank ac- 
count how seldom do we find a man who will frankly 
and briefly state that it was intentional or even just care- 
lessness, and how numerous are they who devise these 
stories that enable them to create better opinions of their 
judgment and behavior, and thereby try to save their 
faces. (It has been said that of nothing is man more 
sensitive than the function of his judgment.) 

Psychological literature is abundant on this subject and 
because of its appropriateness to credit experiences it is 
believed that a short résumé might be interesting as well 
as enlightening, and assist us in a rational interpretation 
of what is behind the mask. 

Speaking generally, this material is treated under the 
subject of “Defense Mechanisms” inferring that this be- 
havior is mechanistic in nature, which is a practical man- 
ner of looking at the procedure. It is mechanistic because 
it is very stereotyped in form. The uniformity found in 
the same individual is remarkable as one may readily note 
if particular attention is given to his repertoire of excuses 
by recording them from time to time. 

Let us examine one form of defense mechanism which 
goes under the term of Rationalization. 

It is still occasionally used in its basic sense of giving 
rational order or interpretation to what was before chaotic 
or confused, but often in the interpretation of our own 
conduct the rational order is merely a pretense and is 
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How the Debtor “Saves His Face’ 


By H. PAUL KEGLEY 








therefore a process of concocting plausible reasons for 
one’s practices or beliefs when these are challenged by 
either oneself or others. No conscious criterion warns 
us that we are thus rallying to the defense of a practice 
with reasons which are unconcerned with the real motiva- 
tions. We appear to believe what we are giving as real 
grounds. 

To illustrate: A customer who has been pathetically 
slow in paying off an old account suddenly appears with 
a new car. Knowing something of his circumstances, not 
only from our own experiences but through ledger inter- 
change, we know that he is in debt at several other places, 
hence an unemotional interpretation is that he would be 
prudent if he would get out of debt, gradually pay off 
his mortgage, improve his home property that it may be 
more creditable to his family, carry some insurance on 
the more certain contingencies of life, build up a bank 
account if only in a small way, get along with the old 
car, or perhaps he should even do without a car until he 
got on his feet. 

Let us eavesdrop on him as he is telling a friend why 
he bought the car: “I got an awful good allowance on 
my old hack, and anyway it needed tires so badly that the 
fronts were clear down to the breaker strip. These closed 
cars are getting to be a necessity. Last year all my 
family had colds from riding in the old open car. Now 
we can get away once in a while for a vacation and that 
will do my wife a lot of good. And even if I am only a 
small business man I find that a man is respected a lot 
by the kind of a car he drives—and it has the swellest 
kind of a radio.” 

What might be the real and forceful motivations in- 
volved in the hypothetical case? 

He may have had,one of the older cars in his social 
group and this marked him as inferior to them, at least in 
that respect. A new car aided his egotism because his 
life probably gave him insufficient activity in what might 
be his native abilities so he compensated by something 
which he could buy. The seeking of approval of his 
friends and others is often a very potential motive in 
human conduct and more emotional than rational. Cer- 
tainly the new car “did something for him” as most all 
of us have heard someone say. 

Modern advertising will verify this claim, if we may 
still use the automobile for illustration. Rare, is it not, 
that the direct subject matter of mechanics is used in 
appeal, but rather it is the more subtle influence such as 
recommendations of people or prestige, length of time in 
business, testimonials, the well-known “pretty girl” adver- 
tisements. 

Compelling motives may lie elsewhere than those sug- 
gested and, what is more significant, we ourselves rarely 
appreciate just what they are. Rationalization is a most 
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subtle process. It provides aeceptable reasons for almost 
anything while concealing the compelling motive. If we 
want anything badly enough we will be able to devise 
sufficient reasons for having it. 

If we are inclined to take the afternoon off for golf, 
while really aware that we should work, we at once 
obscure the real issue by rationalization, by camouflag- 
ing the unworthy impulses. The student says to himself, 
“IT have been working hard; I deserve a rest; I must be 
careful of my health; a little recreation will double my 
capacity tomorrow.” 


The next morning the same student can further ration- 
alize the physical soreness as evidence of the actual need 
for exercise and a renewed strength and vigor. At the 
next opportunity to follow his wishes he will readily re- 
call his success in concocting plausible excuses to meet 
his wishful ends. The ability to “kid oneself” seems un- 
limited in the resourcefulness in devising the justifications, 
but psychologically the process is the same thing. 

Doubtless this “kidding oneself” by false reasoning was 
what Shakespeare referred to long ago: 


This above all; to thine own self be true, 

And it must follow, as the night the day, 

Thou canst not then be false to any man. 
(Hamlet, Act I, Sc. iii.) 

The Mind at Mischief by Dr. Stadler yields this 
pertinent paragraph: “We are all conscious of more or 
less that is inconsistent in our living. We dislike to get 
right down to brass tacks and settle our conflicts, har- 
monize our complexes, compose our disagreements, and 


otherwise put our mental house in order. We much. 


prefer this lazier and easier method of rationalization. 
We want to do something which, our better nature tells 
us, is not just right; and, so, instead of resorting to true 
logic, calling conscience to the bar, hearing the testimony 
and settling the matter in accordance with the real facts, 
we resort to rationalization, which is nothing but a dis- 
honest way of finding a reason for doing what we want 
to do or believing what we want to believe” (p. 71.) 

So that we will not be too critical of human reasoning 
and realize its weakness Stadler further says: “Human 
reason is far from being true to logic and loyal to truth. 
Man is, after all, ruled by his heart and not by his head; 
I repeat, whatever it is that you really and truly long to 
do, reason will sooner or later find justification for your 
doing. Of course, to some degree, all this is modified 
in the more enlightened and highly disciplined mind.” 

When our clients are offering plausible reasons for 
credit irregularities they probably have done what they 
emotionally wanted to do and when they have to make 
an accounting they present these rationalizations to save 
their faces. 

Another of these recognized types of defense mechanism 
is called Projection. This is the process of extending 
one’s own desires or baser qualities over onto others as 
a defense against acknowledging them as one’s own; or 
to lessen one’s own sense of guilt. Apparently there is a 
reversal of the physiology of the conduction of sensory 
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impulses from the body to the brain, there to form ideas, 
images, memories. In Projection, ideas and images are 
aroused in the mind and from there travel outward and 
are falsely assumed as coming through the sense organs 
from origins outside the body. 

This is frequently observed in credit work when the 
debtor blames others for his misfortunes. There is a 
conflict in the man’s mind whether to frankly admit this 
fault or project the cause upon another person and thereby 
save his face. 

The process of projection characterized the reasoning 
of primitive people. They projected their ideas and 
emotional reactions on a great variety of things, both 
animate and inanimate. They endowed trees, clouds, and 

(Continued on page 32.) 
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Houston Elects Weinstein as 
President 


The Houston Retail Credit Men’s Association, Hous- 
ton, Texas, at its annual meeting, elected Mike Wein- 
stein, Credit Manager of Foley Brothers Dry Goods 
Company, as President. Mr. Weinstein succeeded former 
National President Leopold Meyer as Credit Manager, 
when Mr. Meyer was made an official of Foley Brothers, 
and has been active in Local Association affairs. 

Other officers elected are: First Vice-President, A. F. 
Kuhleman, Credit Manager, Krupp & Tuffly; Second 
Vice-President, T. A. Willbern, Credit Manager, Doll- 
ahite-Levy; Treasurer, Henry C. Horne, Credit Man- 
ager, Union National Bank; Secretary, C. W. Hurley, 
President, Retail Credit Exchange, Inc.; Assistant Secre- 
tary, J. Collier Hurley, Vice-President, Retail Credit 
Exchange, Inc. 

















Mike Weinstein 


Directors: Marley Styner, Credit Manager, John L. 
Wortham & Son; R. F. Cire, Credit Manager, Cargill 
Company; Miss Z. Aaberg, Credit Mgr., Alaskan Fur 
Company; L. M. Jahn, Credit Manager, Sakowitz 
Brothers; T. Leggetty Credit Manager, Henke & Pillot, 
Inc.; N. C. Munger, Jr., Credit Manager, Bering-Cortes 
Hardware Co. 























Credit Bureau Service —1928 vs. 1934!! 


IN 1928: 
Not One Credit Bureau Was Using Telautographs! 


JAN. 1, 1934: 
24 Credit Bureaus Were Telautographing Messages To and 
From 142 Great Stores in United States and Canada! 


The Whole World Has Progressed—Have Your A 
Systems Kept Pace? 


SINCE JAN. 1, 1934 . 


2 Large Stores in Chicago and Another in New York Contracted!) | ix 





you 
THIS MODERN SYSTEM THIS SERVICE WAS ADOPTED BY 
Wwas pioneered by Mr. George C. Morrison, Manager, Merchants’ Service Bureau ; Grand Rapids _ 
The Merchants Credit and Adjustment Company, To- Associated Retail Credit Men & Credit : que 
ledo, Ohio, who began his experiments in the latter part Bureau St. Louis ae 
of 1928. Confident of the merits of the plan, he contracted Credit Bureau of Dayton, Inc. Dayton tin 
for the service in January, 1929, and it was such a success ee jor . Commerce a 7 
from the start that Bureau managers in other. cities adopted Retail a ‘me = Fm ta Neckelk of 
it and the system became standard in a great number of Credit ees em _ a York New York ins 
cities on this continent. Thus, being the “brain child of Cincinnati Retail Merchants Credit Bureau Cincinnati . 
a Credit Man, it could not fail of its purpose because its Credit Service Exchange y omer 
founder was solely interested in success in his own sphere Paterson Credit Bureau Paterson, N. J. my 
of activity. That it did not fail is proved by the acclaim Hartford Credit Rating Bureau Hartford va 
this service is given by all who have installed it. St. Paul Credit Rating Exchange St. Paul laic 
Providence Credit Bureau Providence - 
us plan of operation is very simple. Instead of tele- ae om ee Company Dallas pur 
phoning reports, references, etc., or dispatching them Me wor Howey wer A neangg nen Worth ne 
by messengers, everything is handwritten, both at the stores Sindioaan iumaciell eam, Ine. oston 
1 : : ; > ion Credit Bureau, Inc. Kansas City ) 
and Bureau. That is all. Of course, it takes but one per Retailers Credit Association oon Pasaalal 
son to send a message because every message is recorded Retail Merchants Credit Bureau Gen Acnenls sim 
at the other end of the line, and without human aid. And Leslie’s Albany Credit Bureau Albany fae 
being handwritten, exceptional care is taken by the sender, Reading Credit Exchange Reading, Pa. 
due to the fact that responsibility will be fixed on him be- Toronto Credits, Ltd. Toronto job 
cause his own handwriting is the only record. Credit Reference Exchange, Inc. Chicago day 


Telautograph Rentals Rarely Exceed $1.00 Per Day for Each Store! pai 
We Have a Branch Office Near You—Send for Our Man Now! and 








(NO OBLIGATION—OF COURSE) 

i 

MEMBER the 

TELAUTOGRAPH WY CORPORATION | * 
16 W. 6lst St. New York City whi 


WE DO OUR PART 
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By E. J. MacEWAN 


Manager, Morris County Credit Bureau, 


Morristown, N. J. 


Needed: A Credit Policy 


for Painters! 





An Address Before the State Convention of the Connecticut Council 
of Master Painters and Decorators, Meriden, Conn., January 18,1934 


ANY of us as individuals, have seen occasions or 
known of circumstances where indirectly the 
bank in which we had our funds deposited, had 

loaned some of our money to individuals or firms that we, 
personally, would never have loaned a single penny. It 
was, therefore, a lack of regard for the safety of our funds 
and the lack of sufficient regulations to govern the loan- 
ing of money, that brought about, to a large degree, the 
condition that we now face, and just as the bankers 
lacked regulations to safeguard our funds, so have you, 
in your profession, always lacked regulations to safeguard 
your own individual assets. 

In fact, a credit policy among you men who represent 
one branch of the building trades, is almost an unknown 
quantity. I was told only yesterday that a very good 
contractor-friend of mine has been asked at least seven 
times since the first of last August, by another good friend 
of mine, for a statement for the work done at his home 
during the latter part of last July. 

To date, the contractor has not given the statement and 
my friend has not paid for the work. He told me that 
for three months he had the estimated cost of the job 
laid aside, but now he has used the money for another 
purpose, and the contractor will have to wait—when he 
finally renders his bill. 

Many are the instances I have seen like this. It is a 
simple matter to render a statement on time. Don’t 
wait, but send an itemized bill as soon as you finish your 
job; then a statement regularly, not later than the last 
day of the month. Even debtors are great respecters of 
prompt statements and because early statements are often 
paid first, many firms close their books between the 25th 
and the 27th of the month, with resultant big increases 
in collections. This is only one of the several important 
factors in credit procedure. Another is the appearance of 
your statement. Is it up to date and typed? I have 
known many a business that was judged unfavorably by 
the appearance of its statements. 

We have found, by experience, that men in your line 
of business, who like to gamble, make the best credit men, 


while the reverse is true of those who don’t. 
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It is wonderful to have a nice smile, a fine personality 
and a wonderful disposition. You men who have these 
assets are friends to all the world and, oh, how you 
long to say “Yes,” for that’s the easy way, but you can 
capitalize on those tremendously valuable assets which 
Nature has given you, to a much greater extent if you 
will learn to say “No” when “No” is needed, and it will 
be needed many, many times from now on! 

With the lack of ability to borrow money to carry on 
your own business, it will be necessary for you to be 
doubly careful in extending credit of any kind, and when 
credit is extended to see that the debtor lives up, to the 
letter, to the terms of his contract with you. 

If you were the head of a large retail business you 
would find it necessary, regardless of the size of the ac- 
counts opened, to have a fairly high-paid man or woman 
to act as credit manager. It might also be necessary to 
have anywhere from one to ten other employees in your 
credit department, for the purpose of opening new ac- 
counts and following up delinquent accounts. 

In 99 cases out of 100, these credit departments make 
their investigations through the local credit bureaus, 
which have the paying habits of millions of firms and in- 
dividuals in their files. As an illustration of this, your 
city of Meriden has reports of thousands of individuals 
and firms in the immediate vicinity. . 

It is not a pleasant subject, but some of you men might 
get a terrible start if you were to see your own credit 
records in the files of the credit bureaus throughout the 
state, and it is most unfortunate that in many cases these 
derogatory records on you have been built up by virtue of 
the fact that you have granted credit to individuals who 
never have paid or never could pay their bills, and in 
other instances, because you have failed to render bills in 
the systematic manner that other firms render bills. 

Many of you in the building trade like to boast of the 
fact that you are poor collectors. One doesn’t need to 
publicize this fact, because, his debtors publicize it for 
him! 

Phrases like these are all too common, “If your house 
needs painting, and you haven’t the money, go to the 
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XYZ Company. I have owed them for my house for 
two years and they haven’t even sent me a bill,” or “Go 
to the XYZ Company, they send you a statement, but 
never dunning letters,” or “The XYZ Company will 
write you letters but never sue you.” 

Thus, you become famous overnight for being inefh- 
cient in granting credit and making collections. You get 
plenty of publicity without cost. But shall we say with- 
out cost? The uncollectible accounts on your books rep- 
resent thousands of dollars that your lack of foresight has 
cost you, and the chances are, that the public will feel 
that your prices represent a tremendous profit on each 
job you do, because of your apparent indifference as to 
whether or not your customers eventually pay you. 

Just as the banks have ceased to loan money to you, 
you must cease to loan money to your customers as repre- 
sented by services and materials charged on your books. 
You can’t afford to maintain a credit department such as 
a large or even moderately large retail business would 
maintain, but individually you may become a member or 
a subscriber to the services of your local credit bureau. 

It will give you a more complete picture of your cus- 
tomer than could be painted by the best artist in the 
world, because the artist takes into consideration only 
the features and exterior appearance of the individual or 
business. The credit bureau, however, gives you a pic- 
ture of a man’s reputation, both moral and physical ; his 
bill-paying habits; a picture, if you please, of his experi- 
ence in the courts; a picture of his property and other 
assets, whether liquid or frozen; a picture of his capital, 
just as though a gigantic x-ray machine has pierced the 
innermost walls of a safety deposit vault and brought to 
lights his assets, and this is the type of picture, gentlemen, 
that you need to remain in business in 1934. 

Where the credit manager of one firm serves only his 
own people, the credit bureau is the credit manager for 
hundreds of firms and individuals like yourselves. In its 
files repose the records of thousands of individuals and 
firms for years back, and which will be added to for 
years to come. 

There is one bureau in the state of New Jersey that 
has been in existence so long that it has records of in- 
dividuals from the newspaper clippings announcing the 
date of their birth, to the newspaper clippings announcing 
the date of their death. A man’s credit record follows 
him, from the date of his first business transaction until 
the undertaker takes charge of his remains. Perhaps I 
might say, in some cases, even before that, because in 
many instances individuals become heirs on the day of 
their birth. 

In your local credit bureau over sixty million credit 
reports are available to you through nearly 1,300 Credit 
Bureaus in the United States, Canada and Central 
Europe, affiliated in the National Retail Credit Associa- 
tion. It makes no difference to your credit bureau 
whether the man is from San Francisco, St. Louis or 
Tampa, or whether he comes from Montreal, Canada or 
Amsterdam, Holland. You call your bureau and your 
bureau gets you the report. 
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You men here today may well set a precedent for all 
conventions assembling in 1934. You may do so by 
adopting rules and regulations governing the credit pro- 
cedure of the Master Painters and Decorators Association 
of Connecticut. 

It should be a relatively simple matter to write what 
might be termed a credit “Code” that your business 
would find it more than profitable to live up to: A 
credit “Code” that would give you more cash and less 
accounts receivable, which in turn would give you more 
friends and less enemies, that perhaps might give you less 
work—but more profit at the end of the year. 

I have several copies, which I will leave with your 
Chairman, of such a “Code,” that it was my pleasure to 
draw up for the automotive industries of my county in 
New Jersey, a group in which credit was fully as unor- 
ganized as in your own. This “Code” has been sent out 
to all accounts over 30 days old, it has collected thou- 
sands of dollars of delinquent accounts, it has given back- 
bone to scores of individuals and firms in this industry, 
and has built a well-defined credit policy for these same 
for the future. 

Credit is a serious subject. I shall feel that unless you 
make use of the credit facilities that I have outlined to- 
day, my talk shall have accomplished nothing. I met a 
friend of mine in the lobby of the hotel as I came into 
this meeting. His question was, “What are you doing 
here?” I answered, “If I see a group of men in the next 
room who look as though they can take it, I am going 
to give them some credit information—straight from the 
shoulder.” 

Now, whether you can take it or not, I have given it 
to you, which reminds me of a similar question being put 
to the husband of a colored woman when he entered his 
bedroom one night, rather unexpectedly. His wife was in 
bed as he came into the room sharpening his razor. She 
said “Rastus, what you all gwine do?” Rastus kept on 
sharpening his razor and without turning his head re- 
plied, “If there ain’t nothing in those shoes I ‘see under 
the bed, I’se gwine shave.” 

It is time we stopped talking about credit. It is time 
you and I went to work and set up a plan that could be 
worked by every member of this group. It is a problem 
that can be solved, as far as you are concerned, very 
easily, and if I may be so bold as to suggest a subject for 
your next annual meeting, I would suggest one of your 
own members should speak on “How We Solved the 
Individual Credit Problems of the Members of Our As- 
sociation.” o' ’ el 

“Now is the time to begin planning to attend the 
National Convention in Memphis. George Lawo says 
so and he ought to know!” 








FOR SALE 
Seven insulated 12 tray, green Globe-Wernicke 
visible files for 4x6 inch cards. In good condition. 
Cheap for cash. Address Box 32, Credit World. 
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“Sell’’ Better Collections - - Now - - 


With this Proved Advertising Campaign 


“a 


TWELVE ADS: 


Twelve ads in the cam- 
paign, each covering a 
vital phase of consumer 
credit. 

For complete descrip- 
tion, write for new 
“Pay Promptly” Port- 
folio. 


Sample advertisement 
(in 4” x6” size) shown 
at right. 
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HE record this Credit Bureau 

keeps on each individual is just 
like a looking-glass—truly reflecting 
the manner in which he pays his 
accounts with the merchants and 
professional men. 


The individual makes the record, 
the Credit Bureau only records it. 


No opinions enter into it—only ac-. 


tual facts as reported by members. 
His conscience can give him the rec- 
ord as clearly as we can! 


But, today, “credit, once cracked,” 
can be repaired. Any man who ear- 


mm 


“CREDIT 
Is Like a 


Looking- 
glass” 


and the Credit Bureau's 
record is only a reflec- 
tion of how people 
meet their obligations « 


Wi, 








“Credit is like a looking-glass, which, once sullied 
by a breath, may be wiped clear, but if once 
cracked, can never be repaired.” 


—Sir WALTER ScoTT 


nestly desires to, can rebuild his 
credit reputation and in doing so, find 
credit granters willing to meet him 
halfway! 


Sir Walter Scott’s own history is an 
inspiration for anyone in debt. La- 
boring arduously, he wrote and pro- 
duced books which not only paid 
off his debts but made his name 
immortal! 


Guard your credit as a sacred trust. 
If it has become impaired, start now 
to rebuild it for your credit record is 
your credit reputation. 


Use your credit freely and pay all bills 
by the 10th or promptly as agreed 


MEMBER 


H TREAT YOUR CREDIT 


asa 
SACRED TRUST /] 


@ 192, NACA 


PUBLISHER NOTE CAREFULLY This Space Is for Local Association Signature 
to be Set by You. 


Cut off small brackets at each outside corner of advertisement which are placed there 
to indicate exact size of space. This ad must be run at bottom of page. 


a 


THREE SIZES: 


Each ad furnished in 
three sizes at the fol- 
lowing prices (which 
include mats): 

8x12 In. $2.00 each 


6x9 in. 1.50 each 
4x6 in. 1.25 each 
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“Month-in-month-out” advertising is the only kind that pays—in selling 
better collections as well as in selling merchandise. A few dollars a 
month invested in “Pay Promptly’? Advertising pays big dividends. 


To date, sixty-five cities have used this campaign. In many 
cities, the newspapers themselves have bought the campaign 
Write for descriptive literature. 


and handled all details. 


NATIONAL RETAIL CREDIT ASSOCIATION 


SAINT LOUIS, MO. 


1218 OLIVE STREET 
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Birmingham Retailers Adopt 
Credit Policy 


The Merchants Credit Association of Birmingham has 
adopted a Community Credit Policy containing the fol- 
lowing eight points: 

1. All accounts should be opened by application to 
CREDIT MANAGER instead of making request to un- 
authorized clerks. This will insure accurate information 
and promptness in securing an account. 

2. All Birmingham stores will CLOSE THEIR 
BOOKS on a uniform date so that purchases made 
THREE DAYS before the end of the month will appear 
on next month’s bill. 

3. It is deemed wise for all stores to mail a second 
statement on the 16th of the month if no payment has 
been made on previous month’s charges. This should be 
accepted as a REMINDER and in no way a reflection 
on your integrity. 

4. AND THIS IS IMPORTANT: a service charge 
of one-half of 1 per cent shall be made on all monthly 
charge accounts where any of the balance has become 60 
days’ overdue. December purchases become due on Jan. 
10 and become 60 days overdue on March 10. On 
such accounts additional interest charges will be made 
monthly until paid. 

5. SERVICE CHARGES (one-half of 1 per cent 
per month) become effective on MARCH 10, 1934, 
and will immediately apply to all accounts that are 60 
days past due. It is the desire of all CREDIT MEN 
to avoid the application of these charges. This can only 
be done through prompt pay. 

6. A carrying charge will be added on the unpaid 
balance of club or deferred accounts for merchandise 
SOLD AFTER MARCH 10, 1934. If it becomes 
necessary, and the seller agrees to extend the terms of 
the contract, additional carrying charges will be made. 

7. On all C. O. D. “LAY-AWAY” purchases that 
are not paid out, the customer forfeits deposits except at 
the option of the store which may apply same toward 
purchase of other merchandise. 

8. The rules governing the return of merchandise, re- 
cently adopted by the BIRMINGHAM RETAIL 
MERCHANTS ASSOCIATION shall automatically 


become a part of this code. 

A series of newspaper advertisements and inserts en- 
closed with monthly bills will tell the public of these 
rules and point out the fairness of the new policy to 
debtor and creditor alike. 

> >» » 


Legislative Committee to Push 


Bankruptcy Amendments 
The Legislative Committee of the National Retail 
Credit Association has been granted an additional ap- 
propriation of $3,000 for the purpose of giving publicity 
to the six amendments to the bankruptcy law being spon- 
sored by the Association. 


Credit Flashes - - 


Personal 


and Otherwise 


Columbia Regional Conference 


The Columbia Regional Conference of Credit Bureau 
Managers of Delaware, Maryland, New Jersey, North 
Carolina, Pennsylvania, Virginia, West Virginia, District 
of Columbia and New York City met in Washington, 
February 19, 20. The meeting was well attended. Na- 
tional officers present were Directors Keefer and Hewitt, 
Manager-Treasurer Woodlock, Secretary Hulse, Finance 
Committee Chairman Riley and Washington Counsel 
Shealey. 


» >» » 


Hewitt Honored 


The Associated Retail Credit Men of Baltimore ten- 
dered a testimonial dinner to National Director James R. 
Hewitt on February 15, and presented him with a hand- 
some silver pitcher and plate, the occasion being the re- 
tirement of Mr. Hewitt as President of the Baltimore 
Association, which office he has held for thirteen years. 

Mr. Ellis A. Epstein, Credit Manager of Hochschild, 
Kohn and Company, succeeds Mr. Hewitt. 


> »> > 


Wichita Association Elects Dentist 
as President 
The Wichita Retail Credit Association, Wichita, Kan- 


sas, is probably the first organization of retail credit 
managers to elect a professional man as president. G. E. 
Tilton, D.D.S., who has been an active member for 
several years, was elected President for 1934, and as 
further evidence of bringing new classifications into the 
retail credit field, Royce Sehnert of the Wichita Eagle 
was elected Vice-President. 


» » » 


“This Road Is Paved All the Way—Don’t Get Off on 
a Detour!”—Slogan of Muscle Shoals Credit Bureau, 
Inc., Florence, Ala. 








ATTENTION MEMBERS ON 
PACIFIC COAST 


I know a man who has an exceptional rec- 
ord as a credit manager and store executive, 
who is interested in purchasing a credit bu- 
reau on the Pacific Coast or in the Northwest. 
He might also consider managing a merchant- 
owned bureau. 

Merchants or credit managers interested ad- 
dress me in confidence for further information. 

D. J. Woodlock 
National Retail Credit Assn. 
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THE PresiIDENT’S 
MESSAGE 


ARTHUR P. LOVETT 


President National Retail Credit Association 


HAD the pleasure of attending the regular 

meeting of the Retail Credit Men’s Association 

in Kansas City recently. I found they were in 
the midst of an attendance campaign and what an 
attendance they have been having! 

Their highest attendance was eighty-five, when 
only a very short time ago their average attend- 
ance was forty-five. They also reported at this 
meeting four new members. 

Kansas City is 100 per cent National! Mr. 
Riley is very fortunate in having many loyal work- 
ers in his organization. 

I wonder how many read my message last 
month? I wonder how many new members I can 
expect from you loyal members during March? 

In these days of changing credit conditions how 
necessary it is to have all the credit information we ~ 
can possibly get in our credit files. How necessary 
it is to pass on credits in an intelligent manner. 

The credit manager and collection manager of 
today must have up-to-date credit reports, and also 
have a spark of human kindness in his make-up. 
It is so easy now to ruin a good account of tomor- 
row. 

Now is the time to get those new members! 
They have in their files valuable information that 
we want in our credit files. 

If you read my last month’s message, you read 
a true story that happened in a dentist’s office. The 
same kind of a story can be written of a physician’s 
office: Recently on a check-up on one patient in 

City, a lady patient was found to be a 
patient in several different offices and owing bills 
ranging from ten to twenty-five dollars. 

All of these were many months past due, and all 
of them are uncollected today. Do you credit ex- 
ecutives think that this party should have credit 
extended to her? 

_ When trying to get a physician to join up here 
is a good story: A patient came into a physician’s 
office in City with a week’s beard on his 
face, a patch on his pants, and looked like a la- 
borer. The physician diagnosed the case and a 
surgeon performed a major operation. 
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Afterward it was found that this man’s financial 
worth was around $19,000. If a telegram had 
been sent to the credit bureau, in the town in which 
this man lived, his true financial condition would 
have shown up. 

The men of the medical and dental professions 
are in such a condition with their accounts that 
they know that they must protect themselves in 
some way. All over the country they are forming 
credit bureaus of their own. They cannot get the 
information we can furnish them from our credit 
bureaus. Let’s get busy now and get new mem- 
bers from all lines of business! 

Have you made your arrangements to attend 
your convention at Memphis? The dates are 
June 19, 20, 21 and 22. 

There are only a few weeks in which to make 
your arrangements. You credit executives should 
have a voice in any new policies of your National 
Association. There are many changes that should 
and will be made. It’s up to you! 

The men in the National Office are doing their 
part, but they want your support and advice. Let’s 
make this the largest convention our Association 
has ever held. Let’s go to Memphis and show 
our Southern friends that we are behind them 100 
per cent. 

See you in Memphis! 

>» »> » 

“Now is the time to begin planning to attend the 
National Convention in Memphis. George Lawo says 
so and he ought to know!” 

> »> » 


Yes, There Are Still Optimists: 


“Tf you pay in thirty days on the next purchase, Ill 
reopen your account.” 

“T’ll take a chance on him, he can’t take bankruptcy 
again for five years.” 

“Sure, I know you. We will be glad to open an 
account for you. We don’t even need a credit report.” 

“Of course, if you won’t pay our attorneys, we will 
withdraw the account from them.” 

“These are all outlawed, bankrupt and deadbeat ac- 
counts, but I know you can collect something on them.” 

—Retail Credit Association, Kansas City, Mo. 








Memphis Association Increases Attendance 


At Meetings 50 Per Cent With Unique Plan 


HE Retail Credit Men’s Association of Mem- 

phis, who are to be our hosts at the National 

Convention next June, are staging a most un- 
usual campaign to boost membership attendance 
at weekly meetings. 

The plan, which is termed a “Baseball Pennant 
Race,” is explained in detail in the explanatory 
announcements reproduced below. Mr. George 
A. Lawo, Credit Manager, The John Gerber 
Company, Memphis, in a letter dated March first, 
says: 

“Today we started a scheme for increasing attendance 
at our meetings. It is quite a unique scheme, which was 
worked with great success by the Rotary Club of this 
city, their contest ending about a month ago. 

“Tt may be that you have heard of it before, but I am 
sending it to you with a full explanation which we sent 
out to all of our members. 


“Should any of our locals ask you for a suggestion 
this would be a good thing to recommend, judging by the 
increase brought about at our meeting today of about 
50 per cent. And I am sure the increase will be greater 
as the race progresses.” 


The announcement which was mailed just two 
days before the March first meeting follows. (In 
the original, the text is interspersed with little 
cartoons of ball players.) 


Dear Member: 


“Have you ever seen a dream walking?” Well—you 
are going to see a bunch of ’em (as well as a gang of 
men running—running bases), for we are about to stage 
a Baseball Pennant Race, and is it going to be some con- 


test! 

Before it progresses very far we are all going to be 
saying, “Ain’t we got fun?” 

Yes, it is rather unusual to play baseball in the middle 
of winter, but—don’t we have to live up to our reputa- 
tion for doing the unusual? 

Some of us never did play much baseball, and others 
of us are a little rusty on our game, so what did we do 
but go out and get the best baseball coach what is. None 
other than “BIG BILL” NEWMAN. There were many 
applicants for this job, but after digging into their rec- 
ords we found that “Big Bill” had everyone in this neck 
of the woods outclassed. Look at his record: 


Captain of the U. of T. baseball team and captain 
of the U. of T. football team two successive years. 
Unanimously chosen All-Southern Football Player on two 
different positions—something previously unheard of—for 
two successive years; generally conceded by the sporting 
critics of the country to be the best pitcher in college 
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baseball. Selected by the Chickasaws to pitch that fa- 
mous game (and he did pitch it) between the Chickasaws 
and the Memphis Southern League team while Weldon 
Henley, who, the following year pitched successfully for 
the Cleveland American League, warmed the bench. And 
finally, he has owned and conducted the Newman Ath- 
letic Club, probably the largest privately owned athletic 
club in the country, for twenty-three years. 


Mr. Newman, in addition to telling us about this 
pennant race, is going to give us some fine pointers on 
how to live, and other things, that the many members 
of his club learn by paying for the information. 


This contest starts Thursday, March Ist. The line- 
up follows: 


AMERICAN LEAGUE: H. H. MYERS, President 


New York Yankees H. H. Myers, Mgr. 

St. Louis Browns H. G. Orndorff, Mgr. 
Chicago White Sox M. B. Silverson, Mgr. 
Boston Red Sox H. C. Schaper, Mgr. 
Phila. Athletics L. T. Whitten, Mgr. 


(Manager Whitten says he will choose a Team of Ladies. 
Leon would do that!) 


NATIONAL LEAGUE: H. A. CRAVER, President 


New York Giants H. A. Craver, Mgr. 

St. Louis Cardinals M. G. Liberman, Mgr. 
Chicago Cubs J. J. Valentine, Mgr. 
Boston Braves J. P. McClean, Mgr. 
Phila. Phillies M. C. Schwab, Mgr. 


If you are lucky enough to be chosen a member of a 
team, be sure to make a “single” by being present Thurs- 
day and help your team win the pennant. Every member 
of the winning team will get a prize. And there will be 
other prizes. 

You ought to be coming to all meetings from now on 
anyway, to keep posted on and help develop the elaborate 
plans being made to show our appreciation of the honor 
conferred on us by the National Association in bringing 





their Convention to Memphis this year. 


DON’T FORGET—the day is THURSDAY, 
MAR. 1—12:15 to 1:15 P.M—LOWENSTEIN'’S, 
8th Floor, LUNCHEON 40c per plate. BE THERE. 


Sincerely, 


Assistant Secretary. 


The Plan 
The “score board” (reproduced below) shows how the 
scoring is done. 
game. 


Each luncheon meeting is considered 4 
Players (members of teams) present at the first 
They get similar 
credits for attendance at the second and third games. At 
the fourth, fifth and sixth games (meetings) they are 
credited with “two-baggers,”’ providing they attended the 
three preceding games. 


game are credited with “singles.” 
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To illustrate: Players who-were present at the first, 
second and third games are credited with ‘“‘two-baggers” 
if they attend the fourth meeting, and if they attend the 
fifth and sixth meetings they get two additional “two- 
baggers.”” 

A player who misses the first game and is present at 
the second, third and fourth games gets credit for only 
a “single” at the fourth game (because he did not attend 
the three previous games). 

Then if he is present at the fifth game he gets a 
“two-bagger.” 

If a player is present at the first, second and third 
games, misses the fourth game and is present at the fifth 
game, he gets credit for only a “single” at the fifth 
game. 

Players present at the seventh game get credit for 
“three-baggers” provided they attended the three previous 
games, and those present at the eighth game get credit 
for “home runs,” providing they attended the three pre- 
vious games. 

The contest will close at the end of the eighth game, 
which will take place June 7, the last game before the 
Convention of the National Retail Credit Association, 
which, as you all know, will be held in Memphis. 


Now here is how the runs are scored: The names of 
the members of a team are listed in batting order. That 
is, the player whose name appears first is the first man at 
bat. If the first three listed are absent from a game that 
team cannot make a score at that game, even though all 





the other six players are present; for when a member of 
a team is absent that is registered as an out, and no player 
listed below the third absentee can score in that game. 


If the first four players are present at the first game 
the “single hit” made by the fourth batter scores one 
“run” for the first player who went to bat, as he was 
advanced to second and third by the two succeeding bat- 
ters. If the fifth player is present another “run’’ is 
scored, and so on. 

When the first batter makes a “two-bagger” in the 
fourth, fifth or sixth games, and the second batter makes 
a “two-bagger” that, of course, scores the first batter. If 
the third batter makes a “two-bagger” he scores the 
second batter, etc. 

The same method is used in scoring when the batters 
make “three-baggers” in the seventh game and “home 
runs” in the eighth game. 


> »> > 


Regardless of business pick-up, there appears to be 
less office space used. Nineteen hundred office buildings 
in 35 cities show 27.57 per cent vacancies compared with 
26.9 per cent three months ago and 24.29 per cent a 
year ago. 

> >» » 


Within a few weeks 5,000 men will be put to work 
on the Chicago World’s Fair grounds. It is estimated it 
will cost $5,000,000 to get everything ready and 60 per 
cent of this will be labor. 








ene 








“Score Board” Used in Memphis’ Local Attendance Contest 
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*— Bright Bits from 


Bureau Bulletins 


Pertinent Paragraphs Taken from the Hundreds of Weekly 
Bulletins Published by Our Affiliated Credit Bureaus 


An Expenditure of $12 for Credit Reports 
Saved $250 in Merchandise! 


Week before last a man and his wife went to a well- 
known store in Miami, Florida, stating that they had 
flown down for the Air Races which were in progress at 
that time; that their trunks had been delayed and they 
must have some dresses, hats, shoes, etc., for social events 
they expected to attend that afternoon at 5 o’clock and 
over the week-end. 

The story was entirely plausible and while it was true 
that the store during the height of the season sometimes 
did extend credit on a temporary basis, the credit manager 
felt that the amount of the purchases necessitated a credit 
report. So he telephoned the Credit Bureau of Greater 
New York. 

We made the necessary investigation and according to 
instructions telephoned it back to the Miami store. As 
a result that store arranged to have the goods sent 
C. O. D., with the understanding that no check would be 
accepted and the hotel agreed not to charge the merchan- 
dise to the room account. 

We just received a letter from the credit manager of 
the Miami store in which he advises us of subsequent 
developments. The hotel took out a warrant against the 
couple under the Florida statutes for non-payment of the 
hotel bill, and during the course of the hearing it de- 
veloped that in 1929 the lady had stopped at the hotel 
under another name and succeeded in getting merchandise 
from the store in question to the extent of $114.90 under 
the same name. Also, that they had succeeded in getting 
merchandise to the amount of $1,100 from a New York 
store, 

The letter from the Miami Credit Manager concludes 
as follows: “This is a mighty good selling argument on 
the value of obtaining credit information before the de- 
livery of merchandise. For the total expenditure of 
about $12.00 for telephone calls and telegrams, we have 
saved at least $250.00. The value of an alert, up-to-date 
credit bureau cannot be overestimated and we want to 
thank you for the wonderful help which you gave us in 
this case.” 

—Credit Bureau of Greater New York, Inc. 
> >» » 


How Different! 


Negro was telling his minister that he had “got 

religion.” 

“Dat’s fine, brothah; but is you sure you is going to 
lay aside sin?” asked the minister. 

“Yessuh. Ah’s done it already.” 

“An’ is you gwin to pay up all yoh debts?” 

“Wait a minute, Pahson! You ain’t talking religion 
now—you is talkin’ bissness!” 


Mifflin County Credit Exchange, Lewiston, Pa. 


A Word to the Wise... Should Be Sufficient 


Few retailers forget to provide a safe place for the 
cash they take in, yet many of them overlook the far 
more important item of Safe Credit Granting. 

The big losses do not come from the cash getting 
away after it has reached the store—but from the cash 
that never gets to the store. 

If a standard method of handling credit business should 
be adopted, and lived up to, the losses would be so small 
they would hardly be noticed. 

Investigate all applicants for charge accounts, insist on 
two or three references from other stores. You will find 
the honest person never resents your request for informa- 
tion. 

After references are given the Credit Association should 
be asked to check them as well as to supply other informa- 
tion their files contain, and it is the only sure plan of 
safeguarding your profits. 

“Look before you leap.” Benjamin Franklin probably 
didn’t know he was creating a good slogan for credit 
managers when he wrote that one. It has the same senti- 
ment as when we say, “Get a report first—give credit 
afterward.” And the advice is as good now as it was 
when the slogan was published over a hundred years ago. 


—W eld County Credit Assn., Greeley, Colo. 
> >» » 


“To Reduce Collection Troubles—” 


Credits must be carefully checked—to reduce collection 
troubles and expense to the irreducible minimum. 

Volume is not volume unless the proper ratio of collec- 
tion percentage to gross sale is maintained. 

Proper ratio of collection percentage to gross sales can- 
not be maintained unless credits are carefully checked. 

Credits cannot be carefully checked without the ac 
cumulated experience of other credit granters. 

That accumulation is “on tap” here at this bureau, 
awaiting your demand. 

This Bureau can, and will, help you maintain, and in- 
crease, that proper ratio of collection percentage to gross 
sales. 

—Muscle Shoals Credit Bureau, Inc., Florence, Ala. 

> >» » 


The “Knights of the Cuff” 


There was a day when credit records were kept 
the cuff and cleared at the laundry (the first credit 
bureau). 

We suggest that a society to be known as Knights 0 
the Cuff be organized (like the Knights of the Garter). 
But in this society only those will be eligible who stil 
follow archaic methods in granting credit and do nt 
belong to a credit bureau. (And the National Retail 
Credit Association—Ed.) 


—Trenton (N. J.) Credit Association. 
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“It’s Fun to Be Fooled— 
It’s More Fun to Know” 


THE ILLUSION: A trick many business people are 
unable to understand is how some concerns are able to 
continue in business when these concerns admit they do 
not use credit bureau reports but rely solely upon snap 
judgment in passing upon credits. 

THE EXPLANATION: This is a very simple trick 
when once understood. In the authoritative book Causes 
of Commercial Bankruptcies issued jointly by U. S. De- 
partment of Commerce and the Law School of Yale Uni- 
versity the thing is fully explained. Only 5 per cent of 
the 564 bankrupts studied used credit bureau services. 
The open-credit losses of bankrupt firms were NINE 
TIMES that of more conservatively managed firms who 
were using credit bureau service. 

It’s no fun to be fooled into thinking you are doing a 
nice credit business with good risks—Jt’s More Fun to 
know that they are safe and you will get your money 
promptly. The only way to judge is to get a credit re- 
port on each new customer and a revised report on each 
slow customer. 

—Parsons (Kansas) Retailers’ Assn. 


> >» » 


“When Business Gets Better-—”’ 


We often hear the argument advanced that “we will 
commence using credit reports when business gets better— 
just now we are holding down expenses to the minimum.”’ 
That is pure sales resistance and is not logical. When 
business is not up to par, when credit has to be watched 
carefully, then is the time, of all times, that credit reports 
are necessary. Many business men are going on that 
sound theory today, but, many more are not. 

We had occasion to look over a list of “accounts re- 
ceivable” of a defunct merchant, recently. ‘These were 
supposed to be “‘assets.”” We found that 60 of the larger 
accounts were against citizens who had undesirable credit 
records, some over a period of three years, and some five 
years. It was easily seen why this particular merchant 
failed. A lot of that money will be collected, but the 
expense will be very heavy. Some will never be collected 
at all. 

—The Merchants’ and Professional Credit Exchange, 
Calgary, Canada. 

> >» » 


Judging a Man by His Face 


Have you ever heard of a judge making a decision be- 
cause of the accused person’s looks? Isn’t it true that 
the judge gives his answer only after a searching analysis 
of all the facts? 

Why then, if the judgment of the court is based on 
facts, should you grant credit—loan out your business 
capital—on looks? Why should you make a loan on the 
basis of anything but a study of the facts—all the es- 
sential facts? 

The Clearfield County Credit Bureau exists to provide 
these facts. They can be had, and after you have studied 
them you can make a good sensible decision. Why not 
a resolution that no more goods will be sold by you on 
credit until you have made a decision about the merits 


of the case? Don’t guess—get a report—then you will 
how. 


—Clearfield County Credit Bureau, Clearfield, Pa. 
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New Provisions of Bankruptcy Act Not 
Being Used in Wyoming 


The last session of Congress amended the Bankruptcy 
Act, so that a burdened debtor, but who also desired to 
be honest and pay his bills, could file a petition in bank- 
ruptcy and ask that a trustee be appointed to liquidate 
his bills over a period of several years. In effect the ar- 
rangement is exactly as the “pooled” account plans we 
have been using for several years, except that the distribu- 
tion of payments would be under the supervision of the 
Federal Court, and that all creditors would be stopped 
from legal action against the debtor while the accounts 
were being liquidated. However, to date, we cannot find 
a single instance where an individual debtor has desired 
to avail himself of this provision of the Act. 

We do not believe that one person in a thousand knows 
anything about this amendment to the Act, and it is not 
generally believed that attorneys take the time to mention 
or suggest it to a bankruptcy client. 

In our opinion, the attorney would be doing his client 
a favor as well as his client’s creditors, in cases where 
the possibility of paying out debts is not too remote, to 
suggest this plan. By taking advantage of this provision, 
an honest but harassed debtor can be given an oppor- 
tunity to get on his feet again, without the stigma of a 
bankruptcy record hanging over him for all time. 

With employment picking up and creditors feeling 
that they should have their money immediately, we pre- 
dict a flood of individual bankruptcies. 

—Laramie County Credit Rating Exchange, Cheyenne, 
W yo. 
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Wise-Crack of the Month 


The merchant’s problem is to keep the stall out of 
installment. 


—Ypsilanti (Mich.) Credit Bureau. 
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Credit Information Now—Instead of Later 


A few days ago an individual who owes numerous mer- 
chants in the community and who now has a very re- 
sponsible position made this statement: “I am going to 
lay away some money for a rainy day, and pay my 
creditors as I see fit. I am not going to sacrifice my 
livelihood to pay my creditors as they won’t help me now.” 

And when we suggested that his creditors helped him 
before, he admitted that this was true, yet he seemed 
imbued with the idea of taking care of himself in the 
future without feeling any moral responsibility for his 
debts. 

It is apparent that to some the honesty of Washington 
and Lincoln and some of our other forefathers is a thing 
of the past as far as they are concerned. 

It is just concrete evidence that you cannot afford to 
exchange your merchandise and services for Promises to 
Pay—without determining your potential return. 

Another angle—numerous people to whom credit is 
now being extended are also on the “Relief Rolls.” 
Don’t take a chance—find out first and if you learn of 
anyone who is getting relief and at the same time is ap- 
plying for credit, please advise this office. 


—Cr. Bur. of Will Co., Inc., Joliet, Til. 


» » » 


Circle these dates on your calendar—June 19, 20, 27 and 
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What Has Been Your Most Unusual 


Experience as a Credit Executive? 


ber of credit executives throughout the 

country and from the answers received we 
believe it is a topic teeming with human interest. 
We invite the opinions of readers of The Crepit 
Wor-p on its merits. Write and tell us frankly 
what you think. 

Possibly this may develop into a regular “hu- 
man interest” feature. One of the first answers 
follows: 

A number of years ago, while acting as Credit Man- 
ager for Stewart and Company (Baltimore), there oc- 


River of we asked this question of a num- 


curred what I consider the most unusual case of which 
I have ever heard. 

About nine o'clock one morning, the outside cashier 
came to me saying that a man desired a check amounting 
to $250.00 cashed, and wished to see the Credit Manager. 
He was ushered into my office, seated and asked what 
could be done for him. In reply to my inquiry, he 
presented the check, repeating his request to have it 
cashed. 

It was dated the previous day and was drawn on a 
Providence, R. I., bank, signed by the supposed cashier 
of this bank, yet made out on counter stationery. This, 
in itself, was sufficient evidence of the fraudulency of the 
check, but in order to develop this fact beyond a doubt, 
he was asked these additional questions: 


How it was possible that he could be in possession of 
a check dated in Providence, R. I., the previous day, when 
the mail, which then only came by train, could not be 
ready for local distribution until some time after one 
o'clock. (He had stated previously that he had received 
a letter containing this check that morning in Washing- 
ton.) 


His reply was that there must have been an error made 
in dating it, which, of course, was possible, but hardly 


probable. When asked to identify himself, he presented 
a bill which had been mailed out on the first of the 
month to one of our customers, Mrs. F. E. Maxcy, on 
which she had presumably written, “Please cash check 
for my son, James Hunt, and oblige—Signed Mrs. F. E. 
Maxcy.” In answer to my inquiry as to how his name 
was Hunt and his mother’s name Maxcy, he stated that 
his father had died and his mother had remarried. 

Realizing that I was confronted with a bad check 
operator, I asked him to remain until I could go to the 
general cashier and get the money. Immediately upon 
leaving my office, I telephoned Detective Headquarters. 
They responded at once by sending an officer who ar- 
rested the man. 

It subsequently developed that he was a nationally 
known bad check operator and stick-up man. At the 
time of his arrest, he was out on parole from San 
Quentin, California, and was wanted in a number of 
other places for holdups and bad check operations. He 
was tried locally and given three years in the penitentiary, 
after which he was sent, I think, to Chicago to stand 
trial on a stick-up case. 

The remarkable feature of this whole incident was 
that out of the 25,000 bills which we had mailed to our 
customers on the first of the month, he should present 
the one sent to Mrs. Maxcy. This bill had been directed 
to her at the home of her daughter, with whom she lived, 
but as she was visiting in Washington, had been for- 
warded to her in that city. 

The check operator subsequently admitted stealing it 
from an apartment-house letter box in Washington. He 
afterward caught a train to Baltimore, a city of nearly 
a million people, and walked right into my office asking 
me to cash his check and using Mrs. Maxcy’s bill as his 
identification. The unusual feature is that Mrs. Maxey 
is my mother-in-law and of course, I knew immediately 
that the whole story was a fraud. 





For Sale 


Collection Department of 
Retail Merchants Associa- 
tion in Oklahoma town of 
23,000 population. Only 
collection agency here, but 
owner has other business. 
A bargain if taken at once. 
Address Box 24, Credit 
World. 





Collect? 


Everybody Collects! 
(Or Closes Up Shop) 


But if you want to turn those uncollectible ac- 
counts into. cash get this book: ‘‘How to Collect 
Installment Accounts.’’ 


It gives you the ammunition (letters, forms, ideas) 
to collect the money on good and bad accounts. 
70 pages, cloth bound. Price, $2.00. 


Send Your Order Now to 


NATIONAL RETAIL CREDIT ASSOCIATION 
1218 Olive St. St. Louis, Mo. 
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Since this occurrence, we have had a good deal of fun 
teasing Mrs. Maxcy about her son “Jim.” 


The judge, before whom the case was tried, came to 
see me afterward and said that in all his experience on 
the bench, this was the most unusual coincidence that he 
had ever encountered and I’m sure you will agree it 
was a rather unique experience. 


—James R. Hewitt, Chairman N. R. C. A. 
Legislative Committee. 
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Extent to Which Women Defer Purchases 
Until a Special Sale Shown 


HE extent to which women consumers consciously 

defer purchases until the articles they want are of- 

fered at special sales is reported in a survey recently 
published by the Ohio State University, on the basis of 
interviews with 1,823 consumers in Columbus, Ohio. 


Approximately 30 per cent of the consumers stated that 
they consciously deferred purchase of 4 of the 5 articles 
which were used as a basis for this study. The five 
items selected for the inquiry were: women’s afternoon 
dresses; men’s underwear, shirts, and ties; hosiery; cos- 
metics; and furniture. Only 12 per cent of the women 
stated that they deferred furniture purchases until sales 
were announced, but 29 per cent of the women said they 
deferred purchases of afternoon dresses; the same num- 
ber indicated that they practiced this advance planning 
in their buying of men’s underwear, shirts and ties; 34 
per cent scheduled their purchases of hosiery to wait for 
periodic sales; and 27 per cent for cosmetics. 


Women in the more exclusive residence sections were 
less inclined to defer purchases and, generally speaking, 
the highest percentages of women who wait for special 
sales to buy these articles were found in the lower-in- 
come neighborhoods. —The women interviewed were classi- 
fied upon the basis of the real estate valuation of their 
residences, with the highest valuation designated as Sec- 
tion A, the next as Section B, lower valuation neighbor- 
hoods as Section C, and the lowest income group as 
Section D. 


The table below compares the replies of women in 
different income groups, and shows the combined aver- 
ages for each item. 


More Charge Customers Wait for Sales 

A larger number of consumers who had charge ac- 
counts were found to practice the deferring of purchases 
for each of the five items than of customers who did not 
have accounts. The greatest difference was found in the 
case of hosiery, with 37 per cent of the charge customers 
reporting this practice as compared with 30 per cent of 
the noncharge customers. In the purchase of cosmetics, 
30 per cent of the charge customers and only 24 per 
cent of the noncharge customers deferred purchases; for 
the men’s wear items, 31 per cent of the charge customers 
and 26 per cent of the noncharge customers put off buy- 
ing; for afternoon dresses, 30 per cent and 27 per cent, 
respectively, deferred buying; and 14 per cent of charge 
customers deferred furniture purchases as compared with 
11 per cent of the noncharge customers. 

These figures ate from the report “Consumers’ Reac- 
tions to Special Sales in Columbus Department Stores,”’ 
which analyzes the effect of special sales upon the buy- 
ing habits of consumers under three main heads: Prac- 
tice of consumers as to deferring purchase until a spe- 
cial sale; practice of consumers in anticipating future 
needs at a special sale; and practice of consumers as to 
shopping at special sales in stores not frequently patron- 
ized.—Domestic Commerce. 
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Credit Information—1930 or 1934? 

Ask yourself this question: “Do I wish 1930 credit 
information, or 1934—?” 'Then—how long has it been 
since you gave this association your ledger information? 

It has been proven, time and time again, that time 
spent in providing your credit association with your ledger 
information will save you many hours and many worries 
that are now consuming your time and efforts. 

P. S.: As the Irish “bulls” would put it—those of you 
who have sent in ledger checks this year (and there have 
been quite a number) need not read the above. 

—Josephine Creditors’ Assn., Grants Pass, Ore. 
> >» » 

The vast amount of mail pouring into Washington is 
indicated by the fact that the NRA receives over 3,000 
letters each day, 50 per cent addressed to General John- 
son and marked “Personal.” The NRA letter files now 
contain over a million letters. 


> >» » 
—Twenty-First Annual Convention—Memphis—June 
19-22, 1934. 
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atch Credit As Well 
As Sales Statistics 


By CUTHBERT GREIG 


Secretary, International Association for Promotion and Protection 


of Trade, Ltd., London, England 


HERE is a mistaken idea in the minds of some trad- 

ers that, provided a business which specialises in hire 

purchase trading is expert in the art of selling, all 
is well in the best of good worlds. 

I agree quite frankly that no one outside a mental hos- 
pital would question for a moment the vital importance 
of the selling side, but if their sales effort is not properly 
controlled the business will end in Carey Street. (Evi- 
dently meaning the bankruptcy Court.—Ed.) 

The selling organisation is no more important than the 
credit sanction department, for bad or lax credit grant- 
ing is more dangerous to the ultimate prosperity of a con- 
cern than an imperfect sales campaign, and this is particu- 
The ever 
constant flow of new business, down payments and first 
instalments may blind a trader to the fact that owing 


larly the case with hire purchase trading. 


to the acceptance of bad credit risks the greater volume 
of sales the more certain the final disaster. 

When attention does get directed to this aspect of the 
problem, the damage is done and in so far as existing 
The suc- 


cess or failure of the sales department, on the other hand, 


agreements are concerned, cannot be mended. 
proclaims itself as it goes along. There is no hiding an 
increase or decrease of business, it is self-evident and 
obvious. 

Many businesses engaged in the hire purchase trade can 
produce at a moment’s notice statistics, graphs, diagrams 
and goodness knows what else to show how the sales 
curve has been behaving. Constant meetings and discus- 
sions take place between the directors, the sales manager 
and the advertising staff as to how the campaign shall be 
developed and carried out, and no pains are spared to 
win success. 

We suggest, however, that with the facts we have 
quoted in mind, it is much more than surprising to find 
how few statistics exist from the credit department, and 
yet that department may hide a cancer which may mean 
the death of the business. 

What is the percentage of refusals compared with ac- 
ceptances? Are the refusals higher from one representa- 
tive, dealer or area than the others? What percentage 
of customers are paying without reminder? What is the 
percentage of overdues and the total to date? How many 
repossessions per hundred cases are there? How many 
of the repossessed goods have been resold, and with what 
result to date? How many goods are due for repossession 
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at any given date? What is the cost of acceptances, col- 
lections of hirings and so on? 

These and similar questions require to be asked not 
once a year but all the time if the proper balance so vital 
to success is to be maintained between sales and payment. 


Failure Through Lax Credit 


We hear rumours of thousands of County Court sum- 
We know of 
cases where failure has come about simply by reason of 


monses being issued by firms at one time. 


lax credit sanctioning, and we all meet the business which 
has collapsed because no proper attention has been given 
The sales department must by its 
very nature be optimistic, it must not be affected by dis- 


to right financing. 


couragement except to urge it to further efforts but this 
is a dangerous mentality if it is allowed to dominate the 
policy of a business. 

The credit side must be in a position to check or re- 
lease the flow of acceptances after considering all the 
It must be able to put its finger 
quickly upon bad areas, bad classes of customers, “hot” 


facts of the situation. 


salesmanship, and stop business which appears to be un- 
satisfactory before the volume has become too important. 
This is anxious, responsible work and can only be properly 
carried out if the same amount of care, thought and 
authority is given to the work as is directed to the sales 
angle. 

Investigating a certain matter for a large concern some 
time ago, it came to my notice that while the sales 
manager’s salary was well over four figures, that of the 
credit manager was in the neighbourhood of £400. This 
suggested that the credit control was dominated by the 








Editor’s Note: 


It’s “trader” in England—and “merchant” here— 
They say “hire purchase” and we say “instal- 
ment sales” — 
The Credit Department is the “Credit Sanction 
Department” — 
They spell with “s” where we use “z” 
BUT— 
credit problems and credit pitfalls are just the 
same, and in this article, reprinted from “Hire 
Purchase Trading” (London), Mr. Greig says 
some things that could be read with profit by 
every American merchant! 

—D. J. Woodlock. 
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sales department and enquiries proved this to be the case. 
The status of the sanction department manager when 
compared with the sales department was negligible, which 
in practice meant that the decisions of the credit people 
were overridden by the sales. 

This sort of situation is met with more often than 
should be the case, and in my submission is a danger to the 
security of any business. The sales department is of vital 
importance, but it should not be allowed to overwhelm 
the sanction side. 

> >» » 


Credit Men: Let’s Work Together 
(Continued from 11.) 


It is plain to be seen that our economic life is changing 
and I predict that tomorrow—the future—our business 
lite will be on a more socialistic basis than it is today. 
The men of the future must learn to work with each 
other for the good of the whole in the spirit of coopera- 
tion, and that kind of work done today, I believe, will be 
exemplifying the spirit of our success in the future. 

Nothing in the past history of our country has ac- 
counted so much for the success of American business as 
has the initiative of our leaders. We must take it upon 
each other—each of us must take it upon ourselves to 
use initiative in bringing about the proper cooperation of 
our own business but we must not do it in the spirit of 
trying to get the best of the situation—or from any self- 
ish motive like John Hill did back in the days when he 
was at the head of a crew or gang laying the foundation 
of a railroad. 

The story is told that he called his men together one 
day and he told them that Mary, the daughter of the 
widow who ran the boarding house where they lived, was 
having a birthday the following day. Since Mary had 
always waited on their table and given them good service 
he thought it would be fitting that they pitch in and 
make up a nice gift for Mary. 

The members of this crew, knowing that John Hill was 
a Scotchman, felt safe in matching whatever he would 
give. Therefore, they told him to set the pace, they 
would give whatever he gave. And much to their sur- 
prise John put in $20.00. They lived up to their word, 
however, and put in what they had and borrowed the 
balance from John, each man giving his $20.00. The 
next day John Hill married Mary. 

There is one thing certain, that when all of our busi- 
ness leaders are working together, not only in their own 
business but with other business, and putting forth their 
most efficient effort in rendering a satisfactory service to 
the community, that that plan is going to do a great deal 
toward establishing confidence and eliminating fear from 
the hearts and minds of our people. 

It will take courage as it has always required, but we 
tan reestablish confidence—forge ahead to success, and we 
Must not overlook the building of faith in each other, in 
our business life, in the people whom we work with and 

for—in the people whom we serve; and last, but not 





least, in ourselves. 
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OLD TRADITIONS 


of Superlative Living 
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again in the 
Newly Modernized 


AUDITORIUM 
HOTEL 


The luxury, the comfort, and the elegance 
thot our fathers loved are yours today in 
the famous Auditorium Hotel. 


Here, in these halls and in these rooms 
where the great of a quarter century have 
trod, you can enjoy the distinction of yes 
terday and the modernity of tomorrow. 


Unrivalled in location, facing the blue of 
Lake Michigan, rich in traditions, and eager to 
serve, the Auditorium offers large, luxurious 
rooms from $15° single without bath and rooms 
with bath from $39° single. Double from #59° 


Write for illustrated colored folder 
ARTHUR J. NEWMAN, Manager 
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The Credit Manager Must Develop 


a Broader Vision 
Epiror’s Nore: 

The following paragraphs from a letter written by 
L. M. Crosthwaite, Credit Manager, Barker Bros., Inc., 
Los Angeles, Calif., a past Director of the National Re- 

















L. M. Crosthwaite 


tail Credit Association, contain advice which should be 
heeded by every credit manager: 


“The most important problem of the credit manager 
of 1934 lies within rather than without himself and does 
not have to do with turnover, with profit and loss per- 
centage, or any of the minor mechanics of credits. It has 
to do with the credit manager developing a broader vision 
of business and the ability to analyze causes and effects, 
action and reaction, by being able to anticipate what the 
reaction of his work today will be as of tomorrow. 

“This reaction must be clearly seen as, first, in its 
relation to the firm that he represents, second, to the 
customer that he sells and, last, the due relation to 
broad conditions as he may be able to anticipate them in 
the near future. 

“There are a great many credit managers who have the 
brains to serve their firms and serve their customers, but 
who do not do so because they are so fearful, or so self- 
ish (and who value their job above the principles that 
they are supposed to represent) that the result is the sub- 
ordination of the principles that they represent to other 
selfish interests, and automatically the credit manager 
himself sinks with them. 

“The point is that it seems that the credit manager 
must develop to the point where he recognizes the high 
responsibilities that belong to him and develop his mind 
and his courage to live up to them. In so doing, he will 
not only serve his customers but himself. 

“T have boiled this down, but really, when I know of 
the tremendous losses that the merchants as a whole have 
sustained because of unsound credit, and see a general 
trend toward a similar condition, it seems that it is time 
that we got away from some of the mechanics of our pro- 
fession and devoted our energy to some of its broader and 
fundamental purposes.” 


ae ee 


Circle these dates on your calendar—June 19, 20, 21 and 
22, 1934—Twenty-First Annual Convention, in Memphis. 
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Golf and Credit 


Golf and credits seem to mix 
Since for both you use a club. 

Credit scores are hard to make 
If your Credit Man’s a dub! 


Using driver, iron and putter 
Sometimes all your bag of tricks. 

And at times you do some blasting 
On a tough account that sticks. 


Just about the only difference 
Is that when you reach your goal 
Customers should be in clover 
And your ball down in the hole. 


(If reversed, ’tis plain to see 
What a pity it would be! ) 
—R. S.G. 


>» » » 


“Now is the time to begin planning to attend the 
National Convention in Memphis. George Lawo says 
so and he ought to know!” 


> » 


A Unique Treasurer’s Report 


The Spokane Credit Women’s Breakfast Club does 
things in new and unusual ways. When Miss Gladys 
Hays, Treasurer, was called upon to make her annual 
report (for 1933) here is the way it was recorded: 


You all are aware of the well-known fact 

That a Treasurer’s records all fancy should lack 
This report is prepared in an effort to prove 
That even a Treasurer can slide from a groove. 


When our officers last year surrendered the bag 
Fifty dollars and forty-one cents it was tagged. 
From dances, card parties and dues we derived 
Two hundred fifty-one dollars, plus cents thirty-five. 


Of a fifteen-dollar gift we are much more than proud. 
It came from our good friend, Mr. N. M. McLeod; 
This totals three hundred sixteen, seventy-six. 

Now let us see how expenses were fixed: 


Our meetings and supplies in our funds put a dent 
Of seventy-one dollars and one cent. 

Flowers for members and gifts for our brides 

Set us back twenty-nine seventy-three, besides. 


Seventeen forty-five for donations, twenty-five for com 
vention 

Four eighty-six for miscellaneous—that bone of contet 
tion, 

One hundred forty-eight dollars five cents we spent, 

And still have one hundred sixty-eight dollars and 
seventy-one cents! 
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HE following extracts from a letter written 

by Walden F. Muller, General Manager of 

the Retail Merchants Credit Association of 
Los Angeles, give such a clear picture of the credit 
protection set-up in that city that we feel it should 
be read by all credit managers and store execu- 
tives. It shows what can be done when retailers 
and their credit managers work toward an objec- 
tive: 

The merchants and credit men in Los Angeles have 
pounded away at this subject (retail credit) for twenty- 
six years and have continuously sought to improve credit 
conditions and bring about better understandings between 
credit executives and between stores and their customers. 
The results accomplished can be accredited to the credit 
executives of this city who have been far-sighted and un- 
tiring in the efforts which they have devoted to the pur- 
They have 
been loyally supported by their merchants who have 


pose of controlling consumer credit here. 


played a major part in these undertakings, especially 
during the past twelve years. 

The Retail Merchants Credit Association of Los 
Angeles is a corporation owned and operated by retail 
merchants and banking in- 
terests of this city. The 
power of the stockholders 


Los Angeles Has Outstanding Credit Association 


The credit executive can best serve his firm, his asso- 
ciation, and his community, by being a constructive and 
producing factor in his organization, by obtaining and 
cementing the good will of each customer, by precept 
and practice measuring up to the full qualifications of a 
“Credit Sales Manager,” and by observing the following 
maxims: 


1. Obtain a credit report on each applicant for credit 
privileges. 

2. Discourage the use of the direct credit inquiry because 
it ordinarily elicits only a part of the information 
necessary to establish the applicant’s worthiness, and 
judgment based upon meager information is apt to 
be faulty. 


3. Grant credit privileges in accordance with the finan- 
cial capacity and the character of the applicant. 


4. When an account is opened, explain to the customer 
tactfully and carefully the credit terms and when pay- 
ments will be expected. 


. Speak of a charge account as a “Monthly Charge 
Account” rather than as thirty-day credit or a thirty- 
day account. 


6. Say, “A Monthly Charge Account is due and payable 
on the first day of each month, while not considered 
overdue until after the tenth.” 


A) 


(Continued on page 32.) 








rests in a board of seven 








directors who are merchants 
and who select the officers 
of the corporation and em- 
ploy the General Manager. 
All matters of policy and 
finance are controlled by the 
directors. The directors ap- 
point a committee of fifteen 
‘edit men who act as a 
Board of Managers, to rec- 
mmend methods of opera- 
tion, educational activities, 
ind the undertaking of new 
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In the 
iullest sense of the word, we 
perate a credit reporting 
ureau and a collection de- 
partment. 


torms of service. 


We believe we were the 
first to devise, use, and de- 
ine a Community Credit 
Policy, and the term itself 
was conceived here. Under 
that policy we have sought 
and are seeking to impress 
upon the community that: 
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This “out” card tells you in- 
stantly where they are. When 
a master card is removed from 
the file, put an “out”’ card in 
its place. 


Four colors—black, green, red 
and blue. Use a different color 
for each department or indi- 
vidual using the files. Avoid 
the danger of reporting “no 
record” while a card is out of 


the file. 


Three sizes: 8 by 5 inches— 
6 by 4 inches and 5 by 3 inches. 
While primarily designed for 
bureau use, they can be used 
by retail: credit departments 
using vertical files. 

Plenty of space on the “out” 
card for an identifying mes- 
sage. New, high-grade card 
stock—for hard wear. 

Write the Forms and Systems 
Department for prices and 
samples. 


NATIONAL RETAIL CREDIT ASSOCIATION 


1218 Olive Street - 


t. Louis, Missouri 














FOREWORD 


N THE October and November issues The Washing- 
ton Bulletin forecasted Administration action on for- 
eign commerce and tariff. Economists have said that 

increasing our exports would be another way of sending 
good money after bad since a large portion of the world 
has already defaulted on obligations to the United States. 

As has been pointed out in these pages, this is a falla- 

cious argument and recognizing that fact the Administra- 
tion is now proceeding rapidly in its formation of an Ex- 
port Trading Corporation. Coupled with the bill to give 
the President wide tariff powers in negotiating trade 
agreements with foreign countries, it may be said that 
well-considered plans to advance our foreign commerce 
are now on their way to fruition and these plans are not 
expected to result in “sending good money after bad.”’ 


Legislative 


More Funds for Reconstruction 

Among the hundred or more measures which this Con- 
gress has enacted into law, several appropriate large sums 
for reconstruction purposes: 

Public No. 84, Jan. 20, 1934, increases the capital of 
the Reconstruction Finance Corporation by $850,000,000 
and extends its life until February 1, 1935; Public No. 
88, Jan. 31, 1934, creates the Federal Farm Mortgage 
Corporation, with $200,000,000 capital, and which is 
authorized to issue two billions in bonds. The Act 
amends the Federal Farm Loan Act and is intended to 
aid in financing farm mortgages and furnish additional 
capital to the Federal Land Banks. 

Public No. 97, Feb. 23, 1934, authorizes and appro- 
priates funds for direct loans to farmers for crop produc- 
tion and harvesting for this year; the loans not to ex- 
ceed $250.00 each, unless in exceptional circumstances 
where they may be increased to $400.00. Applicants for 
a loan must, however, satisfy the lending agency, the 
Farm Credit Administration, that they are unable to 
procure a reasonably adequate loan to meet their needs 
from other sources. 


Bill for Wire and Radio Control 
The Dill-Rayburn bill—S. 2910-H. R. 3801—intro- 
duced simultaneously in both houses on February 27, pro- 
vides for a Federal Communications Commission with 
the purpose of regulating by commission wire and radio 
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WASHINGTON BULLETIN 





R. PRESTON SHEALEY 
Washington Counsel, National Retail Credit Association 


communications. It embraces all forms of communica- 
tion, including telephone, telegraph, radio and cable but 
does not permit wire mergers. Hearings are scheduled 
to start before the Senate Interstate Commerce Committee 
on March 9, and before the House Interstate Commerce 
Committee, when hearings on the Securities bill are con- 


cluded, shortly thereafter. 


Hearings on Truck and Bus Regulations 

Hearings have been concluded on H. R. 6836—the 
Rayburn bill providing that motor trucks and buses shall 
be regulated by the Interstate Commerce Commission but 
no report has as yet been ordered by the Committee on the 
bill. A companion bill has not been introduced on the 
Senate side and probably will not be until the fate of 
the Rayburn bill in the House is determined. 


Hearings on Bankruptcy Bills 
H. R. 5950, municipal bankruptcy, and H. R. 5884, 
corporate reorganization, have been the subject of ex- 
tended hearings before a subcommittee of the Senate Judi- 
ciary Committee headed by Senator Van Nuys. Both 
measures are expected to be reported to the Senate. 


The Washington office of the National Retail Credit 
Association has been keeping in touch with the situation 
with particular interest in the section of the corporate 
reorganization bill dealing with landlord’s claims for fu- 
ture rent. 

Strenuous opposition has been registered to the pro- 
vision as written and as a result it is expected that such 
claims will not be made provable claims under the act 
beyond six or twelve months after commencement of pro- 
ceedings. See (under “Court Decisions’) the decision of 
February 5th, of the Supreme Court. 


Departmental 
Copying Competitor’s Design Under Fire 


Code hearings have developed a so-called unethical code 
practice, that of a concern copying the design of a com- 
petitor and selling the resulting production in interstate 
commerce. The Federal Trade Commission has taken 
cognizance of the situation and has issued a “cease and 
desist” order against the concern complained against. 

The respondent is expected to contest the order on the 


ground of lack of jurisdiction. Eventually the courts 


will be asked to decide this question, whether copying % 
a design originated by a competitor is in violation 
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Section 5 of the Federal Trade Commission Act as an 
unfair method of competition. 


Eighth Semiannual Credit Survey Under Way 

The eighth semiannual retail credit survey conducted 
jointly by the United States Department of Commerce 
and the National Retail Credit Association is progress- 
ing very satisfactorily. Three hundred five questionnaires 
have been received to date and all indications point to a 
much better representation than in past surveys. 

The questionnaire in its present form calls for data on 
sales, bad debt losses and collection percentages with six 
lines of trade represented, namely, department, furniture, 
jewelry, men’s clothing, shoes, and women’s specialty 
stores. It will be to the interest of every credit grantor 
to submit a report, such cooperation providing a fund of 
factual information essential as a reliable guide in the 
conduct of business. 


Variety Store Sales Up for January 

A recent statement of the Bureau of Foreign and 
Domestic Commerce estimates that variety stores (5 and 
10 cent to one dollar) retail sales show January sales to 
be 15.3 per cent higher in dollar volume than January, 
1933. They were also larger than in any other January 
since 1930. 

These estimates of variety store sales are based upon 
figures furnished by a cooperating group of chain organ- 
izations, and represent stores continuously in operation 
since 1929. This is one of three major lines of retail 
trade on which trends of dollar volume are now being re- 
ported monthly by the Department of Commeree. 


Court Decisions 


Decision on Bankruptcy Administration Expense 
Bankruptcy administration expenses and allowances 
were gone into at length in a December decision of the 
Circuit Court of Appeals, Second Circuit, New York, in 
acase involving the Irving Trust Company. In a con- 
curring but separate opinion Circuit Judge Manton said 
that “services which an individual receiver or trustee 
would perform for his statutory compensation, the cor- 
poration must perform for the statutory compensation.” 
Judge Manton also stated that an individual serving 
a trustee but at the same time performing additional 
‘ervices as an attorney cannot obtain additional compensa- 
tion; that a corporation receiver or trustee, such as a 
trust company, is not entitled to additional compensation 
it it uses its various services in connection with the trust; 
and that if it possesses a privately organized collection 
‘gency it cannot charge for writing collection letters. 


Supreme Court Decides on Landlord’s 
Claim in Bankruptcy 
On February 5, 1934, in Manhattan Properties, Inc. 
v. Irving Trust Co., Trustee, etc., the Supreme Court 
ettled the dispute as to whether or not a landlord’s con- 
tingent claim for future rent may be made the basis of a 
tim in bankruptcy. The decision holds that claims of 
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this general nature cannot be filed and reviews bankruptcy 
history for a century or more, including pertinent early 
English and American Acts and decisions. 

The opinion is also of some interest in connection with 
the amendatory Act of March 3, 1933, dealing with 
extensions and compositions and particularly Section 74. 
There has been some doubt as to the constitutionality of 
this legislation and it is, therefore, interesting to note that 
in the context of the opinion in this case there are some 
references made to this legislation; the court referring to 
it as “the novel procedure authorized by the new sec- 
tions.” 


Other Supreme Court Decisions 

Other decisions by the Supreme Court of interest to 
credit men are those of The Texas & Pacific. Railway 
Co. v. 8. O. Pottorff, Receiver of the First National Bank 
of El Paso, and the City of Marion, IIl., Petitioner, v. 
Ben Sneeden, Receiver, et al., in which the law is settled 
that national banks, except where state statutes authorize 
them, cannot pledge their assets or furnish a fiduciary 
bond guaranteeing private or public deposits. 

This decision is immediately applicable to the bank- 
ruptcy act in that it renders insecure in many of the 
states deposits of bankruptcy funds. “The Washington 
office of the N. R. C. A. is giving some study to the 
situation created by this recent decision with a view to 
suggesting appropriate legislation covering the situation. 


> Pew 


Council Bluffs Building Strong 
Local Credit Association 


Under the leadership of Harry Lambert, Credit Man- 
ager of the John Beno Company, the retailers of Coun- 
cil Bluffs, Iowa, have arranged for a series of joint meet- 
ings with the Omaha credit men and great interest is 
being shown in the development of a Community Credit 


Policy. 


At the last meeting Mr. H. O. Wrenn of the Ne- 
braska Clothing Company, Omaha, and President of the 
Omaha Association, was the principal speaker. Harry 
Voss of Council Bluffs Coal and Ice Company also spoke 
and both pointed out the benefits of close cooperation and 
affiliation with the National Association. 


>» > » 


A Pertinent Suggestion on “Pay 
Promptly” Advertising 


As was brought out at the last meeting of the Asso- 
ciation, $1,100,000 was spent for ads in the two local 
newspapers last year to sell goods. There is no reason 
why the same method could not be used to get people to 
pay for their credit purchases. 

A credit consciousness is far better than collection let- 
ters from the individual stores and the resultant unpleas- 
antness. A budget of $2,000 for “Pay Promptly” ads 
should be easily obtained in Hartford. Divide this pro- 
portionately and the per capita cost is ridiculously small. 
—Bulletin of Hartford (Conn.) Credit Rating Bureau. 
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Los Angeles Has Outstanding Credit 


Association 
(Continued from page 29.) 

. If a Monthly Charge Account shall have become 
ninety days overdue, and circumstances indicate that 
even more time will be required to collect it, convert 
the account to a written Cooperative Extension Agree- 
ment which provides for a small carrying charge. 

. Report to the association daily the names of unsatis- 
factory credit customers, so that other members may 
safeguard themselves. 

. Attend the Round-Table Meetings of credit executives 
tor the purpose of analyzing questionable accounts and 
directing educational efforts toward lax debtors. 


Los Angeles has long been proud of its relatively high 
percentage of recovery, and proud that the Retail Credit 
Surveys conducted by the United States Department of 
Commerce show that Los Angeles department stores con- 
sistently top the department stores in all the cities of the 
United States. The measure of this efficiency is the 
measure of justification for the methods which have been 
undertaken here, and for the soundness of our Com- 


munity Credit Policy. 
Our Weekly Round-Table Unit Meetings, at which 


doubtful accounts are discussed and ledger information 
compared by the members, have proved most valuable in 
guarding against many evils, among which are the pyra- 
miding of accounts, overbuying, making a practice of 
paying on account instead of in full every month, and 
other evidences of weakness. Educational letters are sent 
to delinquent debtors. 

The effect of these meetings, coupled with the warn- 
ing service and the listing of items of a legal nature on 
the Daily Green Sheet of the association, lessens credit 
losses. 


Following our campaign against excessive merchandise 
returns, there was a decided lowerir.g of the percentage 
of merchandise returns. A series of newspaper advertise- 
ments, personal letters, with follow-up, was augmented 
in the stores by instruction classes for the sales people, 
informing them of the part they must contribute in teach- 
ing customers to not abuse the return of merchandise 
privilege. We also had effective speakers who appeared 
before some of the more prominent women’s clubs, stress- 
ing the added cost to customer and store when merchan- 
dise is returned to an unusual degree. 


This association has sponsored several successful edu- 
cational classes, attended by the credit men and their as- 
sistants, and by the entire personnel of the credit and 
collection departments, and the authorizing section and 
all of those contacting the credit office. The employees 
of the Retail Merchants Credit Association of Los Angeles 
also attended, bringing about a better understanding of 
the importance of each step in the detail work of the 
credit department. 

> » » 
“Our business is to keep the red out of c-red-it”— 


Bulletin slogan of Josephine Creditors’ Association, 
Grants Pass, Ore. 
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How the Debtor “Saves His Face” 
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rivers as well as the sun, moon, and stars with spirits and 
various supernatural attributes. 

Superstitious beliefs of all primitive peoples, the highly 
organized mythology of the Greeks and Romans, Norse- 
men, and Hebrews are results of this tendency of human 
beings to build up a spirit world in fancy. Today this 
same tendency survives through which modern man trans- 
fers his inconveniences upon somebody or something else 
thereby saving any embarrassment to himself. 

It seems so easy to attribute our troubles to some causes 
other than our own deficiencies. If while groping across 
the room in the darkness, we bump our shin on a foot- 
stool, our immediate impulse and not infrequent act is to 
reproach the footstool rather than ourselves. Missing a 
stroke in tennis, we may look inquiringly at the racket, 
ball, or net—who that has played that game has not at 
times declared that there must be a hole in the racket? 

The clumsy carpenter accuses his tools! If we fail in 
an examination there was some unfairness in the questions. 

The practical application of this in credit work lies in 
noting to what degree and extent these defense mecha- 
nisms are used by the debtors in saving their faces, and 
particularly to note the characteristic behavior in its vari- 
ous manifestations for the purpose of seeing behind the 
mask and interpreting what are the true facts. This 
interpretation is not to be revealed to the would-be per- 
petrator for that would be unwise. These manifestations 
of mental instability are of value to the credit man be- 
cause mental instability is an important factor in credit 
losses—not so much the advanced disorders but the mild 
stages in which are noted several types of defense mecha- 
nisms which interfere with clear thinking and sound 
judgment. 


» » » 


“Now is the time to begin planning to attend the 
National Convention in Memphis. George Lawo says 
so and he ought to know!” 


» » » 


We Apologize, Spokane! 

In the February Crepir Wor.Lp we printed an ex 
tract from “Sweepings,” the official bulletin of our Spok- 
ane Local Association, but through error it was credited 
to Spokane, Oregon. 

Our Spokane members are justly proud of their city, 
of the fact that it is the birthplace of the National Retail 
Credit Association, and is located in the state named 
after the “Father of our country” and have filed 4 
friendly protest. 

We apologize for this error. Naturally, we all know 
that Spokane is in Washington, so it is unaccountable. 
Here in the National Office we regard the credit mai 
agers of both Washington and Oregon as such loyal sur 
porters of the National that we are likely to consider 
them as the “Great Northwest” and forget state lines. 


The CREDIT WORLD 

















